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Abuses Endangering 
The Soul Of Life 
Insurance: Schriver 


Hits Group Excesses, 
Lapse Rates, Too Much 
Term, Stock-Pushing 








| Some candid warnings, stated in 
/ hard-to-forget language were ut- 
tered by Manag- 
ing Director 
Lester O. Schri- 
ver of NALU in 
his report to the 
national council 
Tuesday during 
the NALU con- 
vention at Phila- 
delphia. He cov- 
ered group insur- 
ance, the rising 
lapse rate, the 
increase in the ratio of term to 
> permanent insurance, life compan- 
ies that are merely “stock-pushing 
‘ outfits,” the Forand type of A&S 
proposals, and the menace of in- 
. flation. 
|: The past 30 years in life insur- 
| ance have been, if measured by 
| statistics, a tremendous success, 
' said Mr. Schriver, but he added, 





Lester O. Schriver 





|. “It seems to me that our ideals 
j » have become a bit tarnished, our 
| faith has lost some of its luster, 
,~ and I find myself quoting an an- 
‘cient script, ‘What shall it profit 

aman if gains the whole world 
* and loses his own soul ?’” 


. Hits 3-Times-Earnings 


, _Conceding that the 20/40 group 
limit formula may be unrealistic 
in the light of present conditions, 
Mr. Schriver said it is possible that 
_4 one-and-one-half times salary 
, formula might be acceptable to the 
tield forces, “but if it is true, as 
_ alleged, that some of the compa- 
mes will not be satisfied with any- 
thing less than a three times salary 
_ lormula, you might as well know 
how that the field and the com- 
| Panies are as far apart as the east 
( ls from the west.” 
“Group insurance without re- 


, Sard to limits, integrity of existing 
(CONTINUED ON PAGE 45) 











Oren D. Pritchard 


Union Central Life, Indianapolis 





Pritchard Speaks Out On 
Group Abuses, Inflation 


Group excesses, inflationary fac- 
tors, and the tendency to run to 
the government for help came in 
for some outspoken criticism from 
President Oren D. Pritchard in his 
address at the Wednesday general 
session of the NALU convention. 
Following are some excerpts from 
his talk: 

There has crept into the think- 
ing of many life insurance execu- 
tives the idea that by far the prin- 
cipal function, and almost exclu- 
sive function, is that life insur- 


ance should alone be sold _ for 
death benefits, and so in these last 
few decades there have mush- 
roomed in America excessive 


amounts of group life insurance, 
which have served in many cases 
as a deterrent to the purchase of 
permanent life insurance and in 
some cases the surrender of per- 
sonal life insurance when excess 
amounts of group have been 
placed. 

Is it an unfair or far-fetched 

(CONTINUED ON PAGE 37) 





| NJ ALU Gets Good News On Group Front 


Convention Told Of 
Tentative Stand Of 
Industry Committee 


No Per-Life Limit, But 
7 Types Of Criticized 
Plans Would Be Opposed 


By ROBERT B. MITCHELL 


Without much question, the 
most sensational development—at 
least up to press time—at the an- 
nual convention of National Assn. 
of Life Underwriters in Philadel- 
phia this week was the news that 
NALU’s long and discouraging 
campaign against group insurance 
“abuses” seemed finally to be get- 
ting somewhere. 

On the eve of the convention, 
the so-called high-level industry 
group committee, headed by Pres- 
ident Henry S. Beers of Aetna 
Life, which has thus far been un- 
able to agree within its own ranks, 
informed President Oren D. 
Pritchard of NALU that while it 
had come to no agreement on a 
proper statutory per-life limit, it 
had tenatively agreed to recom- 
mend that American Life Conven- 
tion and Life Insurance Assn. 
oppose certain types of group cov- 
erage and recommend support of 
certain others. 


What Will Be Opposed 


The types that would be op- 
posed, if the Beers committee does 
not alter its present tentative stand 
and the ALC and LIA governing 
bodies adopt the recommendations 
as their official policy, are these: 





Decreasing term coverage for 
monthly payment contractual 


plans for the purchase of mutual 
fund shares or other securities. 

Groups such as veterans organ- 
izations, chambers of commerce, 
or organizations like Rotary, Li- 
ons, and the like. 

The double-dollar type of cover- 
age, in which a bank provides life 
insurance equal to the amount the 
depositor has in his account, sub- 
ject to a stated maximum. 

Coverage on multiple employer- 

(CONTINUED ON PAGE 36) 
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The combination of detailed 
training and powerful motivation 
that has brought the Murrell gen- 
eral agency to its present eminence 
was described at the meeting of 
General Agents & Managers Con- 
ference during the NALU conven- 
tion in Philadelphia by Thomas 
G. Murrell. The agency represents 
Mutual Benefit Life at Los Angel- 
es. An abridged version of Mr. 
Murrell’s talk follows. The com- 
plete text will be carried in the 
volume of proceedings of the meet- 
ing to be published by GAMC. 


By THOMAS G. MURRELL 

This training guide (exhibit A) 
shows you how we try to dis- 
charge the obligation of instruc- 
tion and training. Here (exhibit 
B) isa schedule of additional check 
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Murrell Gives Detail Of System 
For Training, Motivating Agents 





Ist Day 



























































1. Mutual Benefit philosophy and 
plusses. 
2. Business 
weekly 
book. 

3. Approach to acquaintances. 

4. Telephone technique. 
5 and security 


operations — book, 
report, appointment 


. Property pro- 
graming procedure. 

6. Direct mail procedures. 

7. Answering objections; 


R’s. 


2? 


the 3 


8. Standard closes. 

9. How to get cash with the ap- 
plication. 

. How to fill out the application. 

. Getting three names at bottom 
of application. 

. Delivering the policy contract. 

. How to deliver a rated policy. 

. Use of the supplemental agree- 
ment request—form #1080. 

15. Use of the slide calculator. 

. The memorandum of property 
settlement—preparation. 

17. Orphan policyholder and office 

lead services. 


18. How to explain a policy illus- 
tration. 

19. Use of the planning sheet. 

20. Savings plan sales track. 


21. Simplified Analagraph _ fact- 

finding interview. 

Analagraph presentation. 

23. Prospect file organized and in 
operation. 


24. How to get referred leads. 





items, connected mainly with our 
programing procedure and_ then 
we introduce our men to par. Par 
helps with golf and it will help 
with insurance. 


Closing Four Out Of Five 


Our top 17 MDRT men tell us 
that they close four out of five 
men they try to close. They get 
the necessary information upon 
which to base a proposal of life 
insurance two out of three times 
they try. So two prospects equal 
one sale. 

They get references nine out of 
19 times they ask for them. An 

iblishcd men must get two ref- 
ach i weeks—30 


rence ui 
CONTINUED ON PAGE 42) 















































































































































Exhibit A EDUCATIONAL AND TRAINING PROGRAM CHECK LIST 
STARTING] | ARGE TG elation 
COURSE OR PROJECT DATE (qe | DATE REMARKS 
Home Office Basic Training Course 2-29-56} 3-10-56} 3-10 -Sb 
Agency Basic Training Course $- lo-St| S-fo-S& S-l0- ae 
Case Book of Life Insurance | 2- 99-56] 4-13-56) Y-13-9 
Basic Training Reading Course 2-12-56! 5-10-56) S-10-56 
Home Office Sales Procedure Course [2-29-56 3- (0-56 3-10-56 
Agency Package Sales Procedure Course u - §6| S- Sb| 5 - 56 Bee: 
Home Office Basic Training Reporting Project | 3 -(2-56| G-29-56| 6-29-56 ae 
Diamond Life Bulletin Study Course 
Programming Case Book Project—Agency %-6- SG | Y-(0-Se| 1-10- Sb | 
Analagraph School Il- 56, - So| WU- Sb mt 
Analagraph Reporting Project _ ta. 541 3~ 57/3 - 59 igs€p Fer Ceatificate 
Analagraph Retreshers __ pv. 57.58, Ay Ted (Nn LA. 
LUTC Part | pep id 
LUTC Part Il i 
R & R—Tex and Business Insurance Course Ir S8lle- S8i/2 - SBIREOATEd AT Mon. Morn. Mee 
Business Evaluation School es 
Special Business Insurance School 5-10-59 | 5-a2-54| 5-a2-59 
Advanced Property Planning Course 
Advanced Property Planning Clinics ay 
R & R Advanced Underwriting Service 
Cc. U. 
Part | l- S9'\G- S9\6- 59%| PASSED 
Part Il 
Pert Wi i> 23! = oe Plans te tae 2 pants | 
Part {V ia MR 2 
Part V 
Designation PG 
Other courses or Projects 
BI WEEKS Fellow -Up- OK 
sialic FIANS 
{ 
| 
































NOTE: The above list of courses and projects will enable the individual agent to plan and complete a long range training pro- 
gram. It is recognized that no one will, or should, complete all listed courses and projects. No definitized 
schedule is suggested; such planning will depend on individual circumstances and agency policy. 


New Names Trail Leads 


program or 


a 





Wyo. Agent To Success 


By LUCY R. YOUNG 


The independence of making a 
living in the life insurance business 


is one of the 
greatest things 
in. the world— 


“The Miracle of 
Paper and Ink”. 

Calvin Cool- 
idge said: “Life 
insurance is the 
modern method 
by which men 
make the uncer- 
tain, certain; the 
unequal, equal. 
Every life insurance ppolicy is a 
declaration of independence, a 


Lucy R. Young 


charter of economic freedom. 

Really it seems that our work has 
just two parts: Find the people. 
Find the money. We have to find 
the people first. Well, this is the 
way I find them. I call it the oc- 
cupation trail. I have a little black 
book. 

It is divided into nine sections, 
with sub-divisions ; I seldom find a 
name which doesn’t fit into one 
of the spots. At the beginning of 
the year, I make an invoice of 
names on hand, put them in the 
right place; give each classifica- 
tion a quota for number of appli- 
cations and volume, and there it 
is. 

My job is cut out for me. It 


How she has followed the Wyo- 
ming trails to success in life in- 
surance was recounted by Mrs. 
Lucy R. Young, New York Life, 
Sheridan, Wyo., in her talk at the 
Women Leaders Round Table “Sel- 
larama” Sunday during the NALU 
annual convention at Philadel- 
phia. 
makes a game out of prospecting. 
I have mimeographed sheets here 
of the nine classifications. Yours 
would look different but you may 
have these if you are interested. 

All I have to do is follow the 
trails for new names as the year 
moves along. That is the “fun 
part of the game. Then I have to 
see them, and sell them—some of 
them anyway. Sometimes I have 
enough applications in a classilr 
cation and am short on volume oF 


vice versa, then I begin new trails 
(CONTINUED ON PAGE 46) 
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ALWAYS... 


for that particular policy 
for that particular purpose 
for that particular person 


OCCIDENTAL LIFE 


Insurance Company of California 


Home Office: Los Angeles 





1 NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 23, 1959 Ist Day 


In Camera Eye At NALU Convention 


Trio from 
Canada at the 
NALU annual +. 
meeting in Phila- ye. 
delphia: Mrs. 
Gladys Grover, 
executive secre- 
tary of the Tor- 
onto association ; 
Mort ,L. Levy, 
als ga Life, 
Toronto, _presi- 
dent of Life Un- 
derwriters Assn. 
of Canada and 
honorary  vice- 
president of NA- 
LU, and Mrs. 
Levy. 









Credentials committee chairman Herbert J. Baum, Protective Life, 
Birmingham, standing at far right, displays the blackboard he used © » 
for discouraging electioneering during the lineup for presenting 4 
credentials. Others in the picture, from left, are Roy D. Simon, Penn 
Mutual, Chicago, credentials committee member; George T. Wittie, 
supervisor of membership records, and Ruth B. Hudson, New York 
Life, Georgetown, S. C., credentials committee member. 








hia i 





4 
Group ftom Earl H. Weltz & Co. of Philadelphia at the reception 
given by the Philadelphia association at the annual meeting of NALU: 
Mrs. S. G. Davidson, Elizabeth R. Nece, Earl H. Weltz and Mrs. 
Weltz. 

















Among those 
at the Philadel- 
phia reception at 

On hand at the women’s “sell- the NALU meet- 
arama” during the NALU annual ing: Lawrence 
meeting: Norma Wasson Bard, Jackson, M tro- 

Lending historical atmosphere Phoenix Mutual, Los Angeles, and Politan Life,|and 
to the Philadelphia association’s Mary C. McKeon, Prudential, Roy A. Foaniand 





reception at the NALU meeting: Montclair, N. J. John G. Vlahak- 5 
Robert C. MacLean, left, Massa- is, both of Amer- | 
chusetts Indemnity & Life, and ican Travelers of 
David W. Wetherill, Occidental of Indianapolis. 
California, who acted as sergeants | 


at arms. 


in ee a a: 


Getting up a 
CLU_ display: 
Rod Abraham, 
left, and Jack 
Duce of CLU 
headquarters. 






NO Sn Oe 








YOUR MESSENGER OF 


WR PROFESSIONAL 
~ . PROF ES SNOW, LEARNS 


CALLING CARD 


In the busy and well organized press room at the NALU convention 
in Philadelphia: From left, Marvin Kobel, NALU public relations 
director; Samuel Grafton, McCall’s Magazine feature writer who was 
gathering material for an article on life insurance; Thomas Burgess, 
Phoenix Mutual, Philadelphia, chairman of the local press and publicity 
committee, and Mrs. Burgess. 
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WHOSE 
Hoosier? 


The story is told that the word “‘Hoosier” resulted from the slurred 
speech of Indiana housewives who, in answering the summons of 
door-to-door salesmen, always called out, “Whose ’ere?” 








For many years in the National Association of Life Underwriters, 
from the local level in Indianapolis to the national peak in 
Washington, when the question was asked, ‘‘Who is there for this 
assignment?” the summons habitually was directed to Oren D. 
Pritchard. 


In Indianapolis, in Indiana, and throughout the entire nation, 
Oren Pritchard has handled admirably, with devotion and integrity, 
every task assigned to him. His term as President of the National 
Association of Life Underwriters was one of the most successful in 
the long history of the Association. The entire life insurance 
industry has expressed its sincere appreciation of the results 
achieved by his administration. 


Whose Hoosier is he? We’re mighty proud that he is ours... and 
thankful that we had a man who could represent all agents of all 
companies so capably. 


The UNION CENTRAL LIFE INSURANCE Company 
Cincinnati 
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fact that the definition does not 
recognize the “lateral extensions” 
of group coverage to virtually all 
the additional groups mentioned in 
the report, such as professional as- 
sociations and societies, veterans 
organizations, mortgagors, de- 
pendents of covered employes, in- 
stallment purchasers of mutual 
fund shares and other securities, 
savings bank depositors and the 
like. 


Stripping Of Tax Shelter From Jumbo 
Group Eyed In Committee Report Draft 


—though not as the best or only 
solutions. 

The draft report recommends 
continued support of the National 
Assn. of Insurance Commission- 
ers’ model group life insurance 
definition and calls attention to the 


the report states, “we feel that t 
NAIC definition is 
sound, inasmuch as we 
that in the absence of an employ. 
er-employe_ relationship, group 
coverage gives rise to abuses thay 
seem to be limitless. : 
“In further connection with the 
matter of amount limits, we sug- 
gest that if a satisfactory new sta 
utory formula cannot soon be de 






Support of efforts to remove the 
tax shelter from group in excess 
of a specified amount and public 
disclaiming of responsibility for 
group abuses were discussed in the 
pre-convention draft report of the 








NALU group insurance committee 





I) Kbit 


it’s quick and easy to do business 
with Massachusetts Mutual 


WHEN YOU BRING US 
NEW BUSINESS: 





Interest on Death Claims, 3.4% during 1959, is paid 
from date of death to date of one sum payment (no 
interest allowed if less than $5.00, nor for more than 
one year). 





veloped which will have the ip. 
dustry’s united support, NALY 
give careful consideration to the 
possible alternative solutions set 
forth below. These solutions, 
which may be neither the best nor 
the only ones, are as follows: 


New York Pattern 

“1, Adoption of a position similar 
to that taken by the New York 
state association in November, 
1958, when that association, after 
noting that it had spent almost. 
eight fruitless years in trying to 
get the companies to support rea- 
sonable statutory limits in New 
York, expressly ‘divorced’ itself 
from ‘responsibility for high limit 
cases presently being written by 
the companies’ and declared that 
it ‘will remain separated from the 
consequences that this practice will 
eventually bring on our business,’ 

“2. Support of federal income 
tax treatment of group term life 
premiums similar to that recently 
made effective in Canada, under 








: eee Lie ; diag 
< meg" ap pal Be gan pa @ In case of death occurring while in Military Service which that portion of such premi- 
issued within 24 hours of receipt of application at we secure the death certificate. ums paid by employers with re 
our Home Office. ’ P : spect to coverage In excess of a 
@ With every Death Claim we automatically send a | certain amount ($25,000 in Can- 
suggestion that there may be Social Security benefits. | ada) on individual employes would 
@ You benefit from the positive attitude of our Under- d 2 eee ; ; if be included in each such covered 
writing Department. We try to find justification to @ With every Disability Claim a reminder of the’ Drop employe’s taxable income.” 
issue, not reasons we can’t! out” provision of Social Security is sent to remind the Ralph H. Rice Jr., Prudential, 
claimant of this possible further benefit. Philadelphia, is committee chair- 
@ You benefit from sympathetic and understanding _— 
suggestions from our Benefit Department which a 
often foresees complications and ae with you AT MATURITY OF POLICIES On Hand From Paul Revere 
ideas for solving similar problems based on actual AND OTHER TIMES: Attending the convention as 
experience. representative of the home office 
@ When a policy is made paid-up either by dividends . see Revere an ™ a 
@ You benefit from frequent conferences among all or cash, it is not required that the policy be returned | <0" CS") superestendent (a 
Departments — by means of which almost unlimited to the Company. CAth, Castern 2OgIe- 
flexibility is achieved in applying our contracts to : p ea . 
unusual situations. @ Surrender, conversion and loan papers are obtain- | Here For Northeastern Life 
able in our agency and do not have to come from the Delbert Dumont, vice-president, 
© If the attorney for your client requests, our Law ‘Home Office: Methods for computing these values | is representing the home office ft 
Department will review the preliminary draft of : " ni — ee ee 
business insurance agreements involving Massa- @ A complete statement of values is furnished when- err 
chusetts Mutual Life Insurance Company policies ever a policy lapses for non-payment of premiums. 
and make suggestions as seem appropriate to effec- HOME OFFICE EXECS: al 
tively coordinate the provisions of the agreement @ The change in payment of premiums such as from Help your agents sell 


with the provisions of the policies. 


WHEN CLAIMS (DEATH OR 
DISABILITY) OCCUR: 


after death is refunded in settling claims under most 
ordinary policies. 


quarterly to annual or semiannual may be made at 
any premium due date, and is not restricted to the 
policy anniversary. 





panies we invite only surplus and special business. 








with their own 


EXCLUSIVE 
PERSONALIZED 
NEWSLETTER 


. . . published each month, custom 
made to speak for your company. 
Perfect for prospecting, for motivat- 
ing, for building centers of influence. 





Farnsworth Publishing Company, Inc. 
215 West 34th St., New York 1, N. Y. 











@ You benefit from our simplified claim procedure and 4 Te building agent ual 
our record of speedy claim settlement. Checks for over Massachusetts Mutual pa peony Hm tonne staff 
99% of all Death Claims were mailed within one day LIFE INSURANCE COMPANY of life insurance and estate planning 
of receipt at the Home Office of completed claim ORGANIZED 186! SPRINGFIELD, MASSACHUSETTS experts (the same team that pub- 

: : tehe lishes Estate Planners Quarterly) 
papers (excluding claims within the contestable does all the writing and editing. And 
period and those involving ADB). we do all the printing—plus imprint- | 

ing of agents’ names, ready to mail— 
ra - a all at a low cost that your company { 
@ The pro rata part of any premium paid for a period From full-time representatives of other life insurance com- could never match! Write: 


XUM 
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aul W. 
"al |WHO’LL BE WHOSE BOSS? Roger Hull (left), longtime NALU member and newly elected MONY president, ° 
congratulates William S. Hendley, Jr., (center), longtime MONY-man and nominee for the NALU presidency. Newly elected 


" , MONY executive vice president J. McCall Hughes (right) looks on. 
sitet, | Recognition by one’s fellows is the most been one of us for many years, as was 
see | cherished tribute a man can receive in his father before him. 

| any field. Such tribute has been given We know that Bill can bring to this 
| to Bill Hendley in rare and rich meas- position in the NALU the dedication 
| 
| 


ure by the NALU. and wisdom that have distinguished his 
| We at MONY take special pride in service to our profession. We salute both 
| Bill’s achievements, because he has Bill and the NALU on this occasion. 


| 
| Maura 6- New York 


_The Mutual Life Insurance Company Of New York, New York, N. Y. 
Sales and service offices located throughout the United States and in Canada 


( 
| For Life, Accident & Sickness, Group Insurance, Pension Plans, MONY TODAY MEANS MONEY TOMORROW! 





By ORVILLE E. BEAL 


Recognizing all the great 
strengths of our sales manage- 
ment organization, each of us 


would admit that the total record 
of performance leaves much to be 
desired. For example, let me pose 
three questions: 

1. Does our present agent turn- 
over rate reflect credit on our 
management ? 

2. Can we take any pride as an 
industry in the earnings record of 
the lower 50% of our staffs? 

3. Do we not have too many men 
who are beyond their initial train- 
ing period and are considered ex- 
perienced but who fall far short 
of being true professionals in their 
knowledge of the business and their 
ability to do a reasonably adequate 
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Suggests GAs Ask Selves, ‘How Much 
Am I Worth To Those In My Agency? 


Take agent turnover. We are 
still grinding good men through 
the life insurance mill at a fearful 
rate. We are using the best meth- 
ods available for the selection, 
recruitment, and training of new 
men, and yet we continue to lose 
a tremendously high percentage of 
these men before the end of the 
second year. 

The membership of NALU is at 
its highest point in history, ap- 
proximately 75,000. Do you realize 
that in this year 1959, the number 
of men who leave this business for 
one reason or another will ap- 


proximate the total membership 
of NALU? Isn’t that a tragic com- 
mentary on our inability to cor- 
rect a great weakness in our man- 
agement performance? 

Next, think about the earnings 


Ist Da 


The responsibility of the ag 
manager for seeing to it that th 
po oomeereceestgamamy full-time Men ip 

his agency Prop. 
erly care fo; 
themselves anj 
their familie 
was stressed } 
Executive Vic. 
president Orvilk 
E. Beal of Pry. 
dential in his talk 
at the Genera 
Agents & Man. 
agers Conference 
luncheon during the NALU ap. 
nual convention in Philadelphia 

Following is a condensation of 
the latter part of his talk. The fyj 
text will be published in a volume 
of the GAMC proceedings to ty 
issued by the conference. 
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f 


of the men under your direction. 
You may be able to point with 
pride to quite a number whose 
earnings are in the comfortable 
brackets or higher. The average 
earnings in your organization may 
look fairly good. 

However, I suggest that you 
take a look at the men whose earn- 
ings are below the median line 
in your agency. If you have any 
substantial number of full-time 
men whose earnings are in the 
sub-standard or danger zone, you 
have a problem which is a vital 
challenge to you as a manager. 


Orville E. Beal 








Responsibility Is Grave they may properly care for them. 
selves and their families and main. 
at : tain in their communities a stand. 
for seeing to it that the men in ard of living that does credit { 
this business who are working at them. their company and the busi 
it full-time produce enough so that ness as a whole. * 


We have a grave responsibility 





programming job? 





Suppose that the most influen- 
tial man in your city, a close 
friend of yours whose respect and 
confidence you were anxious to re- 
tain, called you on the phone to- 
morrow and said, “Bill, I have an 
insurance program which has been 
deplorably handled by two or three 
so-called insurance experts and es- 
tate analysts over these past years, 


Needs Straightening Out 


“My lawyer tells me that the 
whole set-up is miserably arranged 
with respect to my family protec- 
tion needs and my tax problems. 
Can you send me over a man who 
is capable of straightening out my 
program so that I can feel secure 
with the arrangements he recom- 
mends? 

“IT probably need more insur- 
ance—I’m not sure. I am willing 
to be convinced. All I want y: u to 
do, Bill, is to send me a qualified 
man whose work you will per:vn- 
ally guarantee and for whose re- 


bility.” 
Happened In Minneapolis 


Now, that may sound a little ex- 
aggerated, but this is just what 
happened to me when I was in 
charge of Prudential’s home office 
at Minneapolis. Suppose it hap- 
pened to you. Assuming that you 
didn’t handle the transaction your- 
self, how many men in your agen- 
cy would you be willing to assign 
to this important case? In other 
words, how many truly protes- 





sults you will take final responsi- | 
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Prudential salutes the National Quality Award Winners 
for 1959. It is through your outstanding achievements 
that our industry is able to maintain its highest standards. 
Prudential proudly hails its more than 1,300 Agents in 
the United States and Canada who are among this 
yea r’s NQA Winners. You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 

ANNUITIES SICKNESS 


AND ACCIDENT PROTECTION 


VO THOS, 
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The Prudential 


INSURANCE COMPANY OF AMERICA 


GROUP INSURANCE 





GROUP PENSIONS 


sional men do you have under you 
right now? 

I realize that there are degrees 
of professionalism in our busi- 
ness, as in any other. Yet I suspect 
that we still have a long way to 
go before we can assert with con- 
fidence that our team as a whole 
is a professional organization. 

Here again is a direct challenge 
to every man in this room, and 
another indication of what we 
find when we look on the other 
side of that yardstick to deter 


(CONTINUED ON PAGE 16) 
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More Active Community 
Role Aids Associations 


By FREDERIC M. PEIRCE 


local and state 


s in which 
wer be of additional 


associations can 





value to their 
members were 
discussed by 


President Fred- 
eric M. Peirce of 
General Ameri- 
can Life at the 
executive secre- 
taries’ dinner 
during the NA- 
LU annual con- 
vention in Phila- 
delphia. Follow- 
ing is an abridgment of Mr. 
Peirce’s talk. 

Suppose for a few moments that 
I try to place myself in your 
challenging position, and exer- 
cise what the psychologists call 
the quality of empathy—not sym- 
pathy—empathy. A number of 
questions would occur to me, I 
think. One of them would be: 
Does my association plan an ac- 
tive role in the life of the com- 
munity ? 

I believe it was Charlie Zim- 
merman who first pointed out the 
strength of the position of the 
independent insurance agent in 
his home town as contrasted with 
the position of an equally aggres- 
sive local life agency of a company 
domiciled hundreds of miles away. 


Stressed By Fire Agents 


This distinction has been em- 
phasized recently in the advertis- 
ing program of the National Assn. 
of Insurance Agents. Personally, I 
doubt strongly the validity of the 
premise on which the advertising 
program is based, but unless the 
life insurance agents as individu- 
als, and collectively as an associa- 
tion, play a leading role in civic 
affairs of their home towns, the 
general public will not know that 
they are local people, anxious to 
do their share in the worthwhile 
activities of their city. 

Many associations have led the 
way. There are those which an- 
nually sponsor the heart drive or 
the cancer fund drive. There is the 
etxremely valuable project of sev- 
eral associations, assuming the 
responsibility of training workers 
for the United Fund campaigns. 


Even Once A Year Helps 


Identifying your association 
with even one such annual good 
deed, coupled with the benetit it 
brings to your community will, at 
the same time, help to identify the 
life underwriters association as 
a home-town group, giving gen- 
erously of its time and talents for 
the advancement of the city from 
Which it draws its living. ~ 

Next, I might carefully review 
the purpose and benefit obtained 
from the speakers who have ad- 
dressed the association over the 
past several years. Have our 


Frederic M. Peirce 


speakers been obtained because 
they were available, or because 
they were able to convey a specif- 
ic message needed by our mem- 
bership at that moment? This, I 
know, is a difficult area and the 
chairman of the program commit- 
tee is ofttimes forced to resort to 
inviting men available as contrast- 
ed with those who might fit into a 
planned program of education or 
information. 
Design Might Help 

I will confess it has seemed to 
me that program committees 
sometimes operate by expediency 
when design might produce more 
effective results. For example, all 
of us are keenly conscious that 
non-guaranteed investment media 
are playing a_ disproportionate 





The Berkshires are beautiful in the Fall. 
Should you come here then, or any other time, 
you are cordially invited to visit our new Home Office. 


1959 
role in the financial program of 
people when compared to the in- 
adequate amounts of life insur- 
ance they own. 

Has your program committee 
considered designing a series of 
meetings planned to discuss the 
relationship of life insurance and 
investments in the average fam- 
ily’s budget? I am inclined to be- 
lieve that many a sale of life in- 
surance has been lost because 
the life underwriter was not ade- 
quately equipped to drive home 
the necessity of fixed life insur- 
ance dollars before the luxury of 
speculative investment dollars. 


Connecticut Mutual Hosts 


Acting as hosts during the com- 
pany dinner of Connecticut Mutual 
Life at the Barkley Hotel Thurs- 
day evening are Charles J. Zim- 
merman, president; Raymond W. 
Simpkin, agency vice-president, 
and Horace R. Smith, assistant 
agency vice-president. 


Nominators Chosen 
For 1960 Election 


The following were elected as 
the 1960 nominating committee at 
the Tuesday session of the NALU 
National Council in Philadelphia: 

Agents—Elsie Doyle, Union 
Central, Fort Lauderdale, Fia., and 
Roy Simon, Penn Mutual, Chicago. 

General agents or managers— 
Ray Wertz, Lincoln National, De- 
troit, and William W. Wray, John 
Hancock, Cincinnati. 

General agent or manager with 
previous experience on nominating 
committee—L. Mortimer Buckley, 
New England Life, Dallas. 

The nominating committee will 
choose its own chairman. 





Phelps For Nat’! Of Vt. 

Ward Phelps, superintendent of 
agencies of National Life of Ver- 
mont, is host for that company. 





Old Company 
ina FINE NEW HOME 


D tabetutete! 









Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * A MUTUAL COMPANY + 1851 
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Your Brokerage and Surplus Business Solicited 
All Forms of Ordinary Group and Pension and 


Profit-Sharing Plans 


Non-Cancellable Accident and Health 
JOSHUA B. GLASSER ASSOCIATES EXTEND CORDIAL GREETINGS TO THE 
General Agents ; a 2 —_ ' Ty 


CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Company % : ' 
39 South LaSalle Street 
Chicago 3, Illinois CEntral 6-1295 




















FREEMAN J. WOOD 


General Agent 
LINCOLN NATIONAL LIFE INS. CO. 
208 S. LaSalle St. Tel. CEntral 6-1393 


An Agency Well Equipped To 
Handle Brokerage Business 











THE HUNKEN 


AGENCY 
THE CONNECTICUT MUTUAL LIFE 
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"yn Gy ra ye” 


Telephone CEntral 6-5700 ; Vy aie 


One North LaSalle Street, Chicago 































































































For Service—Information—Field Assistance 
THE SWANSON AGENCY THE EARL C. JORDAN AGENCY FRANK G. LOTITO 
i, MASSACHUSETTS MUTUAL LIFE General Agent 
HW ES AND: MUTUAL INSURANCE COMPANY LINCOLN NATIONAL LIFE 
, LIFE INSURANCE CO. Suite 1616 One N, LaSalle Bldg. RA 6-0060 INSURANCE COMPANY 
3300 Board of Trade Bldg. John R. Breese, Robert E. Hannon, = 2 
Sits aaah Adeninist nia Dekeaes 105 S. LaSalle St. ieiiceiniiliian Suite 710 
Earl W. Hatch, Brokerage Manager 1 
JAMES H. BRENNAN 
CHARLES T. ROTHERMEL, JR., C.L.U. HAROLD V. HAYWARD ES 
General Agent General Agent Agency Manager 
FIDELITY MUTUAL LIFE Manco NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY morvasiiee INSURANCE COMPANY 
RAndelgh 62313 135 S. LaSalle St. Chicago a Se 
111 West Washington Clea CEntral 6-6400 79 W. Monroe St. FRanklin 2-7834 
Beye 
CHARLES E. BUTLER 
BUD JOHNSON NORTH AMERICAN LIFE ASSURANCE ca ee 
OF TORONTO, CANADA “ 
General Agent FIDELITY MUTUAL LIFE 
NATIONAL LIFE OF VERMONT ROBERT S. BOWLES, C.L.U., MANAGER INSURANCE COMPANY T 
120 S. LaSalle Street CEntral 6.2500 2004 Board of Trade Bldg. WAbash 2-0737 1 a gg 7-3255 ais P 
oard 0 rade g. cago 
____— ae 
once se fyi“ a RAPPAPORT AGENCY STEIN & HENDERSON 
We specialize in the “hard to handle” cases General Agents G LA 
Z y enera gents 
HERBERT GEIST, C.L.U. PACIFIC MUTUAL LIFE A. D. Stein 
General Agent Earle S. Rappaport, C.L.U. Arwood Henderson i 
MASSACHUSETTS MUTUAL LIFE Eugene Rappaport, C.L.U. 1C Y i 
INSURANCE COMPANY 141 W. Jackson Blvd, [Arison 7.7244 Te Oe ee ee 
175 W. Jackson Blvd. HArrison 7-1266 Chicago : Telephone ANdover 3-1920 : 
YOUNGBERG-CARLSON CO. 
General Agents JOERN oO. WILSON BOB OBER 
CONTINENTAL ASSURANCE CO. General Agent Manager <i 
ANF Ordinary, G 1 Pension Plans NORTH AMERICAN LIFE ASSURA ie 
sermons Crest coli aeiea tie THE MUTUAL BENEFIT _ mesic | 
— ce ie LIFE INSURANCE COMPANY “Low Cost—High Commission” 
23 W. Jackson Blvd. Chicago 6 HArrison 7-6969 One North LaSalle St. RAndolph 6-3444 1 No. LaSalle ANdover 3-7537 
}vokerage & Surplus Business Solicited” asiileh . 
ee eS a 
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Ve Hancock 


@wurvatfiirs in Sura aaliee COMPANY 


BEAN AND JONES, INC. 


General Agent 
39 South LaSalle Street 
Telephone RAndolph 6-9336 
Chicago, Il. 








PHOENIX MUTUAL LIFE INSURANCE CO. 
LA SALLE AGENCY 


Robert K. Schott, C.L.U., Mgr. 


John P. Mulloy, Brokerage Supv. 
Telephone RAndolph 6-1194 
222 W. Adams 
Chicago 6, Illinois 


Suite 745 











CHICAGO BRANCH OFFICE 


CONTINENTAL ASSURANCE CO. 


J. GORDON MICHAELS, MGR. 


175 W. Jackson Blvd. WaAbash 2-3410 
Chicago 











GEORGE C. BEHRNS 


General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Oldest New England Mutual 
Life Agency in Chicago 


105 W. Adams St. CEntral 6-1300 


WALTER C. LECK AGENCY 
STATE MUTUAL LIFE ASSURANCE CO. 
OF AMERICA 


Walter C. Leck 
309 W. Jackson Blvd. 
HArrison 7-4110 


General Agent 
Chicago 6, III. 


MASSACHUSETTS INDEMNITY 
AND LIFE INSURANCE COMPANY 


John T. McDonough Agency 
One N. LaSalle FRanklin 2-7822 
Brokerage & Surplus Business Invited 














One Stop Service for your Surplus and 
Substandard Business 
If we can’t issue it—we tell you who will 


JOHN W. LAWRENCE, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
135 S. LaSalle St. ANdover 3-1820 





JOHN H. JAMISON 
and ASSOCIATES 


General Agency 
NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


208 So. LaSalle St. Suite 2010 
STate 2-0633 


’ J. JEROME MILLER AGENCY 


General Agency 
SECURITY BENEFIT LIFE INS. CO. 


208 S. LaSalle St. Suite 776 
ANdover 3-6876 








FREDERICK I. SMITH 


General Agent 
“Brokerage Exclusively” 


THE MANHATTAN LIFE INSURANCE 
COMPANY OF NEW YORK 
One N. LaSalle Street RAndolph 6-0540 


R. M. MAC CALLUM 
and ASSOCIATES 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


R. M. Mac Callum C.L.U., General Agt. 
Main Floor City National Bank Bldg. 
208 S. LaSalle St. FI 6-0788 


FRANKLIN LIFE 
Chicago Division 
Profitable Agency 
Opportunities Available 
CHICAGO SERVICE OFFICE 
120 S. LaSalle St. FRanklin 2-0823 














CLIFFORD F. SOUKUP 


General Agent 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


39 So. LaSalle St. 
RAndolph 6-6588 


Suite 721 





GEORGE H. GRUENDEL, C.L.U. 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


CHICAGO 209 So. LaSalle RAndolph 6-6514 
ELGIN 1119 Sherwood SHerwood 2-9370 
SKOKIE 69 Old Orchard ORchard 4-1805 


O. EMBRY MOATS AGENCY 
MUTUAL OF NEW YORK 


O. Embry Moats, C.L.U., Mgr. 
Howard B. Fischer, Brokerage Supv. 
Telephone CEntral 6-7400 


38 S. Dearborn St. Suite 605 


Chicago 











LC... ttt. ttt 


MOORE, CASE, LYMAN & 
HUBBARD 


G eneral Agents 


we (emmeock 
#7TU4. LiFe a4 + leg COMPANY 


Timothy J. Sullivan 


175 W. Jackson Blvd. WAbash 2-0400 











FERGUSON AGENCY 
135 So. LaSalle 


OCCIDENTAL LIFE INSURANCE 
COMPANY OF CALIFORNIA 
Chicago 3 
ANdover 3-1883 








W. A. ALEXANDER & COMPANY 


Wade Fetzer, Jr., C.L.U. John H. Sherman 
Harry G. Walter, C.L.U. 


General Agents of 
THE PENN MUTUAL 
LIFE INSURANCE COMPANY 


135 South LaSalle St. FRanklin 2-7300 
Chicago 
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A HEALTHY CLIMATE « 


for Agency Growth! == 


Indianapolis Life provides 

its general agents with a 

“healthy climate” for producing a 
successful and profitable agency. 

@ A full line of popular, modern, low-cost 
policies—life, accident, sickness, hospitalization, 
and major medical—backed by a company of 
unexcelled financial strength with an 
enviable 54-year record of quality service 

to policyowners at the lowest cost 

consistent with safety. 


@ A substantial training allowance together 
with all the tools for building a productive 
and profitable agency including: 
Career compensation plan, 
Production incentive agreement for new men, 
Basic and programming schools, 
Business and tax seminars, 
Check-o-matic and premium deposit plans, 
Special college senior plan. 
@ Liberal commissions for agents and general 
agents plus life-time service fees... 
hospitalization and major medical benefits . . . 
group life... and a non-contributory pension plan. 


. 


Water H. Huent, President ArnNowp Bere, C. L. U., 


Agency Vice-President 


an dian “polis Vif 


INSURANC ( 


*>Founded 1905. 


‘OO PANY 


\ Mutual Company |B etebt.betz5 ele) i urse Belen ts bers 





AGENCY OPPORTUNITIES in Colo., Conn., Fia., Ill., Ind., la., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, S. D., Tenn., Tex., Wis. 













R. L. Woods 
Heads American 


Society Of CLU 


The election of Robert L. 
Woods, general agent in Los An- 
geles for Massa- 
chusetts Mutual, 
as president of 
American Socie- 
ty of CLU was 
announced at the 
annual meeting 
of the society’s 
membership 


Wednesday dur- 
ing the NALU 
meeting at Phil- 
Robert L. Woods adelphia. 
Other officers whose _ election 


was announced are vice-president, 
Lillian G. Hogue, New York Life, 
Detroit; secretary, Herbert W. 
Florer, general agent in Boston for 
Aetna Life; treasurer, Frederick 
W. Floyd, manager at Gloucester 
City, N. J., for Life of Virginia. 
New directors, each representing 
one of the geographical regions of 
the society are eastern, Leo R. 
Futia, Guardian Life, Buffalo; 
middle eastern, J. Fred Speer, 
Equitable Society, Pittsburgh; 
southern, Thomas B. McGlinn, 
Mutual Benefit Life, Miami; mid- 
western, John V. Coe, Massachu- 
setts Mutual, Wichita; western, G. 
Vernon Ricks, Beneficial Life, 
Boise. 


Take Office Oct. 1 


All will take office Oct. 
beginning of the society’s 
year. 
J. Harry Wood, 
rector of LIAMA, was presented 
a resolution of appreciation by 
the society, awarded in recogni- 
tion of his eight years of service 
as editor of the American Soci- 
ety’s professional publication, the 
CLU Journal. 

William H. Andrews Jr., 


1, the 


fiscal 


managing di- 


retir- 


] st Day 


Life Business 
Anti-Inflation 
Battle Hailed 


Ivy Baker Priest, treasurer 9; 
the United States, at the NALY 
luncheon in Philadelphia on Mop. 
day, commended the life insurance 
business for its vigorous campaign 
in support of a stable dollar and 
against inflation. 

She said, “Life insurance instity- 
tions have not only performed ap 
enormous public service, but haye 
demonstrated once more an accept- 
ance of private responsibility for 
the public good, which is the es. 
sence of our democratic system. 

“Possibly no other private in- 
stitution in our western world pro- 
vides a more striking example of 
growth and adaption to the 
changing and highly individual 
needs of people. Yet, insurance 
services, as they have grown and 
changed, have never encroached on 
the freedom of choice of the par- 
ticipants to determine the amount 
and type of protection best suited 
for their needs,” she said. 





ing president of the society and 
manager in Greenboro, N. C., for 
Jefferson Standard Life, presented 
the resolution to Mr. Wood in be- 
half of the officers, directors, and 
members of the society. The reso- 
lution stated: 


Resolution Text 
“To J. Harry Wood, CLU, 


tor 

his distinguished service as editor 
of the CLU Journal from 1951 
to 1959. His administrative tal- 
ents, his unusual versatility, his 
personal acquaintance with hun- 
dreds of key personalities in life 
insurance, and his inspired teach- 
ing ability combined to make 
him a brilliant editor whose in- 
fluence will be felt as long as the 
American Society exists.” 

Mr. Wood was also presented 

(CONTINUED ON PAGE 44) 














TO THE NALG™ 
a ed 


AT PHILADELPHIA | 
FROM THE NEW YORK 


GENERAL AGENTS & MANAGERS 











CONGRATULATIONS 
STANLEY R. WAYNE 


President 
of the Life Underwriters Association of New York 


HAROLD N. SLOANE AGENCY 
General Agents 
CONTINENTAL ASSURANCE 
} John t., N. ¥. 38; New BEekman 3-4545 


300 Fifth Avenue 


THE GROGAN AGENCY 
of 
THE GUARDIAN LIFE INSURANCE COMPANY 


for more out of LIFE... 


LOngacre 4-8755 
and A&H too... 


THE SALINGER-WAYNE AGENCY 


Benjamin D. Salinger, C.L.U. 


MUTUAL BENEFIT LIFE INSURANCE CO. 
41 East 42nd St, N. Y. City 


eee 


Stanley R. Wayne 


General Agents 


MU 7-0200 
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Burr Urges End To Bickering Between 
Insurance, Mutual-Fund Sales Forces 


A vigorous plea for an end to 
bickering between the sales forces 
of life insurance 
and mutual 
funds was voiced 
by Edward B. 
Burr, executive 
vice-president of 
the One William 
Street Fund of 
New York City, 
in his talk at the 
agents forum 
during the an- 
nual convention 
of NALU in Philadelphia. Fol- 
lowing is an abridged version of 
Mr. Burr’s talk. 

I have been asked to state our 
views on dual licensing. Life 
agents, in the mind of a securities 
sales manager, are a logical source 
of mutual fund salesmen. Is this 
surprising ? Not really. Nor should 
it be surprising to the securities 
sales manager to learn that such 
canvassing is not appreciated by 
life insurance companies, general 
agents and managers. 

We, too, in mutual fund man- 
agement deplore this kind of re- 
cruiting. We respect the right of 
vour home offices to require that 
their agents devote full time to the 
life insurance business. We do not 
blame you for getting disturbed by 
recruiting efforts of this kind. 


Dislikes ‘Contaminant’ Role 


Yet you blame us for being dis- 
turbed by proposals that would 
make it possible for a life insurance 
agent to obtain a license to sell 
any other product or service €X- 
cept securities or mutual funds. 
Are we in favor of dual licensing? 
No. 

Are we opposed to any ban on 
dual licensing that singles out mu- 
tual funds as a “contaminating 
influence” on the life agent, but 
permits him to sell any other prod- 
uct or service? Of course we are 
opposed to such bans. 

So it is at the selling level that 
possible competition lies. 1 would 
like to consider with you some of 
the stock criticisms writers and 
speakers in the insurance business 
level at the mutual funds. Every 
business is the victim of such 
cliche criticisms. I have spoken 
out loudly against anyone in the 
securities business who uses these 
uninformed and dishonest cliches 
in an effort to undermine custom- 
er confidence in life insurance. 
Deplores Cliche Criticisms 

I deplore equally the cliche 
criticisms life insurance speakers 
and writers level at mutual funds. 
Here are a few. They are common; 
they are without validity; they are 
often dishonest: they shouldn't 


Edward R. Burr 


_ be used: 


Once cliche—‘Mutual funds are 
a legalized racket.” 

Two factors make this accusation 
Pretty silly. First, government 
agencies make it pretty tough for 





racketeers to enter or stay in your 
business or mine. No two indus- 
tries are so closely or so thorough- 
ly regulated in the public as these 
two. But aside from state-level 
supervision, mutual funds are also 
thoroughly policed by multiple 
agencies at the federal level. 


The second reason this cliche- 
charge is so silly is that so many 
life insurance company officials 
and agents serve as directors of 
mutual funds—and vice versa. Can 
the man who levels this charge at 
the fund business really mean it, 
when so many of us occupy re- 
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sponsible positions in the life in- 
surance business too? 

Another favorite cliche criticism 
of mutual funds goes like this: 
“More than 1,000 mutual funds 
failed in 1929 and shortly there- 
after.” 

The fact is that only five mutual 
funds existed in 1929; none failed. 
None failed in the 30s and, to my 
knowledge, none has ever failed in 
history. 

Another cliche: “The 

(CONTINUED ON PAGE 41) 
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ADVERTISED 
IN LOCAL 
NEWSPAPERS 


Advertisements similar 
to this one are targeted 
at the prospects of 

our representatives in 
their own local areas. 
Each advertisement 
features a particular 
policy; thus affording 
the local agent a 

“hard selling” partner. 
These advertisements 
will reach millions 

of readers throughout 
our territory, building 
prestige for the company 
and developing prospects 
for the agent. 

The fine promotional 
assistance rendered by 
newspapers, magazines 
and reprints of 

our ads, furnished by 
the Home Office, are 
additional ammunition. 
All this, coupled with our 
top-notch policies and 
sales aids, will help you 
sell more under 


PAN-AMERICAN’S 
CAREER CONTRACT 


President 
> 


Executive Vice-President 


Lied 


Senior Vice-President 






































Be confident—A Pan-American 
plan will pay your mortgage! 


MORTGAGE REDEMPTION POLICY 


This policy assures mortgage payments in the event of death of 
the head of the family. It is one of Pan-American’s most popu- 
lar plans—because, if the family head lives to complete all 
mortgage payments, the money saved under this plan can be 
converted into several attractive assets. 


MORTGAGE DISABILITY POLICY 


This plan provides a guaranteed income for mortgage payments 
if the family head is totally disabled. It is available at extreme- 
ly low rates, and its many advantages will enable you to face 


the future more confidently. 


Call this office today to be sure your family will always have 


your home. 








Among the top 10% of 
U. S. Life Insurance 
Companies—writing 


> General Agent's 
Name and 


Address go here 








more than 90% 
of all life 
insurance. 


eel 


ij 
i 
is 


> om | 
— 
2 om | 


*. 


























Pan-American Life 


Insurance Company 


= A Mutual Company © New Orleans, U. S, A. 
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Has Pre-Approach Letter 
For Every Possible Need 


Suit 





searching for a topic to 
our theme, I have de- 
cided on “Finan- 
cial Security 
Through Un- 
claimed Treas- 
ures.” 

What are the 
unclaimed treas- 
ures of the life 
insurance  busi- 
ness? They are 
the children who 
are born today, 
tomorrow and 


In 


Valerie Kasurak 


the next day, who will have a 
strong desire to protect their fam- 


ilies and safeguard their busi- 
nesses. These are the unclaimed 


treasures that offer every life un- 
derwriter an inexhaustible market 
and guarantee him boundless fi- 
nancial security. 

The buyer of tangible products 
has preconceived ideas about that 
product. He is an expert. He only 
comes to bicker with the salesman 
about price or trade-in. But the 
salesman of life insurance advises 
and recommends. No one says to 


an automobile salesman, “What 
kind of car do you think I should 
drive?’ No one says, “Talk it over 
with my lawyer and accountant 
and come up with an answer to 
this problem.” 


Apart From Others 


Ycu and I stand apart from all 
other salesmen. We are placed on 
a pedestal by our policyholders and 
only we ourselves drag ourselves 
down from that exalted position 
by apologizing for being in the 
greatest business in the world. Sell 
tangibles? Not on your life! 

About all that I am prepared to 
do with the remaining few minutes 
is to tell you something about the 
way I stake my claim to some of 
the unclaimed treasures. I work by 


| 3st Day 


Valerie Kasurak, Excelsior Life 
Windsor, Ont., has pre-approach 
letters for every conceivable jp. 
surance need and for virtually ey. 
ery type of occupation. With they 
she stakes out claims on what she 
calls “unclaimed treasures”—the 
limitless field of prospects. At the 
Women Leaders Round Table 
“Sellarama” Sunday during the 
annual convention of NALU ip 
Philadelphia, Miss Kasurak tolg 
how she uses this system. 





——e 
appointment only and use pre-ap. 
proach letters. The letters that | 
have composed cover every con. 
ceivable market. They are not just 
letters asking for an interview but 
each mentions or outlines a_ par. 











CHARLES L. J. FEE, GENERAL AGENCY 


Charles L. J. Fee, General Agent 
Verne Smith, Assoc. Gen. Agt. 
Don Cashill, Outside Brokerage Mgr. 
Cliff Dancer, Office Brokerage Mer. 


ap 
fr beeck 
a ‘Ss 
QUTUALS LIFE INSURANCE COMPAND 
Boston, Massachusetts 
DUnkirk 2-8251 
600 S. New Hampshire 


Los Angeles 5 
a 











THE HAYS AGENCY 
Rolla R. Hays, Jr., C.L.U., General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Melvin P. Gundlach, Asst. Gen. Agt. 

Charles C. Nalle, Asst. Gen. 
George S. Ferreira, Asst. Gen. 
D. Kenneth Elliott, Asst. Gen. Agt. & Mar., 
Suite 512, Statler Center 


ict., Pension Planning 
igt. & Mer., Brokerage Dept. 
igents Training 


MAdison 6-5881 








THE A. C. KRAUEL AGENCY 


A. C. Krauel, General Agent 


Robert K. Ashoff, Assoc. General Agent 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


MAdison 7-9501 
523 WEST 6th ST. 


LOS ANGELES 14 











T. R. (BOB) MACAULAY 


General Agent 


STATE MUTUAL LIFE ASSURANCE 


COMPANY 


Telephone MA 7-6439 
530 W. 6th St. 


LOS ANGELES 14 


“Specializing in Service to Brokers” 


628 West Sixth St. 


HENRY E. BELDEN, C.L.U. 


Manager 
Southern California-Arizona Branch 


THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


MAdison 8-2137 


The LOS ANGELES 
Send Best Wishes 








Los Angeles 17 














HOWARD E. NEVONEN, C.L.U. 


General Agent 


WASHINGTON NATIONAL 


INSURANCE CO. 


DUnkirk 5-3311 
3580 Wilshire Blvd. 


Los Angeles 5 


3535 West 6th St. 


GEO. N. QUIGLEY, JIR., C.L.U. 
Branch Manager 
MANUFACTURERS LIFE INS. CO. 


Ed. Linsenbard, Brokerage Mgr. 
DUnkirk 5-3241 


Los Angeles 5 


JAMES STOESSEL, C.L.U. 


NATIONAL LIFE OF VERMONT 


3350 Wilshire Blvd. 


GENERAL AGENT 


DUnkirk 5-5076 
Los Angeles 5 

















JACK WHITE AGENCY 


Jack White, C.L.U. Manager 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Los Angeles 36 


5800 Wilshire Blvd. 
WEbster 3-8211 


727 West Seventh St. 





THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


JOHN R. MAGE, C.L.U. 


General Agent 
MAdison 7-382] 


Los Angeles 17 








THE MELZAR C. JONES AGENCY 


THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


1015 Wilshire Blvd. 


Paul A. Hummel 
Assoc. Gen. Agt. 


HU 2-1680 
Los Angeles 5 
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ticular need or idea. 
My single man and single wom- 
jetter emphasizes systematic 
savings. ly father-and-son or 
orandiather-grandson letter is 
mailed to men who have a com- 
plete insurance program  them- 
selves but who want to buy a bar- 
gain in life insurance for their sons 
or grandsons. It compares the cost 
of insurance at the two ages. 


an 


Wife Insurance Letter 


When my insurance quota is 
down I mail out my wite insur- 
ance letter which asks, “Do you 
know how much a good wife is 
worth?” and gives three ways of 
finding out final expenses, cost of 
housekeeper, no income tax deduc- 
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uates letters. One is mailed out 
while they are still in school and 
discusses their future financial se- 
curity. The other is mailed after 
they graduate and outlines my 
services. 


Needn’t Be Rich 


My bequest letter starts out, 
“You don’t have to be a millionaire 
to leave a bequest to your church, 
college or favorite charity.” I 
have no business insurance letters, 
because I haven't found a need 
for any. I seem to ease myself into 
business insurance cases through 
these other letters. 

With the help of my company, 
I had a folder printed which out- 
lines my services and has my pic- 


ture is printed, “Meet Valerie Kas- 
urak, Life Underwriter.” This 
folder is practically my _trade- 
mark. I enclose it with every pre- 
approach letter. 


Has Advertising Value 


I work on the principle that if 
my letter does not get me an in- 
terview it has not been a total loss, 
for there is a great deal of adver- 
tising value in the folder. I have 
seen it sitting on the desks with 
beards and moustaches added— 
and I’m always pleased. 

Because I spend 50% of my time 
in the office, let me outline the 
detail in connection with one sale. 
I write my pre-approach letter. (I 
mail an average of 10 or 15 letters 
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Saturcay so that I can follow it 
up with a telephone call on Tues- 
day, leaving the remainder of the 
week for arranging an interview. 

From my follow-up conversa- 
tion, or information given me by 
a referred lead, | may recognize it 
as a programing or estate analysis 
case. I then go to the interview 
with my sample analysis of John 
Doe’s case. This is my fact-finding 
interview. 

If the prospect puts me off for a 
couple of months, I go back to my 
office and write my second letter, 
thanking him for the courtesy ex- 
tended me during the interview, 
outlining some highlights of the 
insurance recommendations and 
reminding him that I will call 


tions. I have two university grad- 


ture on it. Underneath the pic- a week.) I try to mail my letter on 


again on the date he -suggésted. 





Leading Life Offices 


to the N.A.L.U. 


Convention 
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LEISURE, WERDEN & TERRY 
AGENCY 


Brokerage Exclusively 
OCCIDENTAL LIFE INSURANCE 
COMPANY 

” WEbster 1-1231 
~ Suite 201, 4201 Wilshire Blvd., Los Angeles 5 








THE M. E. THOMPSON AGENCY 


M. E. Thompson, C.L.U., General Agent 
Harold F. Greene, C.L.U., Asst. Gen. Agt. 
W. W. Veatch, Asst. Gen. Agt. 
PACIFIC MUTUAL LIFE INSURANCE 
COMPANY 


DUnkirk 8-6151 


612 South Shatto Place Los Angeles 5 








UNION MUTUAL LIFE INSURANCE CO. 


C. ROBERT FISCUS, MGR. 
Life, Accident & Sickness Department 
JOHN D. CURTIN 
Manager of Group Western Division 
3450 Wilshire Blvd. DUnkirk 1-3211 











NELS J. NELSON AGENCY 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Sam Dichter 
Brokerage Manager 


Warren Fandrey 
Agency Supervisor 
WEbster 6-1144 
6336 Wilshire Blvd. 


Los Angeles 4° 


JOHN G. EDMUNDSON 


Manager 
Southern California-Arizona Branch 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 
Maury Lahmeyer Jack Tohill, C.L.U. 
Brokerage Manager Group Supervisor 
DUnkirk 5-2811 


3462 Wilshire Blvd. Los Angeles 5 








THE WOODS AGENCY 
Robert L. Woods, C.L.U. & Associates 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE CO. 

DUnkirk 1-3181 


2601 Wilshire Blvd. Los Angeles 


ALBERT L. JASON AGENCY 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


FOR BROKERAGE ASSISTANCE CALL 
DUnkirk 5-2481 


Norman Bluebond — Michael Behan 
Robert Harris — Ray Wood 
611 South Oxford Ave. Los Angeles 5 


BRUCE BARE, C.L.U. 


General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


3400 W. 6th Street 
DUnkirk 5-5331 


Los Angeles 








THE THOMAS CRAIG, GENERAL AGENT 


AETNA LIFE INSURANCE COMPANY 
J. F. Bradley G. F. Dahlin 
O’Brien Sawyers R. R.-Tebow 
Assistant General Agents 
R. Norton, Supervisor 
Holeman Grigsby E. H. Goodrich 
Manager Group Dept. Agency Controller 
810 S. Spring St. MA 7-1771 Los Angeles 14 














T. G. Murrell, C.L.U. W. L. Murrell 


MURRELL BROTHERS 
General Agent 
MUTUAL BENEFIT LIFE INS. CO. 


DUnkirk 8-2121 | 


600 South Harvard Los Angeles 5 








THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


EDWARD B. BATES, C.L.U. 


General Agent 
WEbster 8-2611 
4250 Wilshire Blvd. 


Los Angeles 5 
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~ N 6 I W I 9° planning, organization, <lirectigy 
Suggests GAs Ask, What Am ort e and control, he cannot expect 4 
—_ achieve complete success, ; 
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mine how far we yet have to go. into. We use this yardstick to mea- the entire nation where that is true. , aiid ; age: 
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Pherefore, as you can see, we quite sure the agency vice-president, or The No. 1 problem in any agency ;.. and tackling are to football 
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is common to most of us. Far too No. 1 problem is John Jones, or answer lies within himself. manager himself. 
often, we measure the wrong per- Bill Smith, or Herb Johnson. If he is not doing an adequate _| : 
son. This is an easy habit to get There isn’t a single agency in job in the four basic functions of Big Strides Made 
a Se ane ET oa Let me say here that [ am ng 


completely negative on this point, 
I appreciate full well what greg 
strides we have made over these 
past years, and how much more 
effective we are today in so many 
Ways in our management than we 
were back in the “good old days.” 
3ut we are still not good enough, 

One of the most significant de. 
velopments in the field of manage. 
ment training in recent years js 
the new management course jp 
the CLU program. You have heard 
how popular this course proved to 
be in its first full year beginning 
last September. The CILU board 
decided to initiate the course in 10 
different cities. 

The demand was so great that 
24 cities had to be included in the 
program, and others urged that 
they be included. The course has 
had almost immediate acceptance, 
and appears to fill a void which 
has existed for a long time. CLU 
will offer an agency management 
curriculum at the college level, in 
75 cities this vear, and the door is 
opening on a new era of manage- 
ment for our business. 

If you can do so, I hope you will 
set the example for vour organiza- } 
tion by enrolling in this course 
yourself, and that you will en- 
courage your qualified and enter- 
prising young men with manage- 
ment potential to follow in your 
footsteps. It is probably _ the 
greatest service you could render 
to your agency, to these fine as- 
sociates of yours, and to the busi- 
ness as a whole. 

Cites Schriver Book | 

Recently I had an opportunity 
to read a book entitled “As One 
= = Man Thinks.” Its author is our 
Go up with American United! good friend, Lester O. Schriver. 
ee There is much in this book which 
is helpful and refreshing. I espe- 


American United operates in thirty-three states through- cially commend to your attention 
a four-page essay entitled “How 


out the United States. And, among all United States Lik on Wee cee 











= 





American United is growing fast. All its men on the 


way up... are up. This company encourages individual 


rowth companies, American United ranks in the top 5%. Les starts off this essay by re: | 
s : lating that many years ago, Li 
Which spot you fill— personal producer (earn while Hung Chang, a Chinese financier, 
on a visit to the United States, 


with oriental blandness asked ev- 
ery important man he met, “How 
much are you worth?” As Les says, 
it may not have been a_ polite 
question, but it was a fair one, and 
certainly provocative and_ stimu 
lating. I shall close with this same 
question addressed to you-—“How 
much are you worth?” 








you learn), unit manager or agency manager—is up to 
you. At American United, management helps you de- 
termine your own objectives . . . decide what you want 
to be. Then we help you get there . . . as soon as you 
can. We call that the “Partnership Philosophy.” 


It’s a great life . . . when you're with American 


United Life! ...A good company to buy from... ab 
Strom From Old Republic 


Paul B. Strom, director of aget 


AMERICAN UNITED LIFE INSURANCE COMPANY + HOME OFFICE: INDIANAPOLIS, INDIANA cies of Old Republic Life, is at the 
convention representing the home 





and to sell for! 


ee 





L ORDINARY LIFE FORMS-FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS-NON-CANCELABLE sae 
ARANTEED RENEWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE ottice. 
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HE PLACE is New York City—on 

the Avenue of the Americas, be- 
tween 51st and 52nd Streets. And it’s 
going to reach 42 stories into the sky 
and house ten thousand workers of 
the Equitable Home Office. 
It took exactly 100 years to reach 
this point. 
At the beginning, in 1859, Equitable 
operated for a whole year before it 
hired its first clerk! And one room on 
the second floor of 98 Broadway was 
more than ample! 





Today it’s the third-largest insurance 
company in the world. Over nine bil- 
lions in assets. Serving policyholders 
across the nation—including Alaska 


and Hawaii. Providing capital for - 


American industry everywhere, 
Equitable has come a long way, in- 
deed. And the celebration, come July 
26, is bound to be enthusiastic. 


On that day, Equitable personnel will 
pour into New York City—for the lay- 
ing of the cornerstone of the new 
building and for week-long meetings 


Living Insurance from 


The Equitable Life Assurance Society of the United States ¢195° 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 





to exchange their ideas with fellow 
Equitable people from all over the 
United States. Meetings are sched- 
uled at Madison Square Garden. 


Thus the second century will start 
with a new Home Office—and with a 
future that looks far greater than any- 
one could have imagined a hundred 
years ago. More and more people are 
going to enjoy the benefits of Living 
Insurance from Equitable. And more 
and more insurance men are going to 
enjoy being The Man from Equitable. 


EQUITABLE 
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He 


Wants His 


To Be The Thinking Man’s Agency 


By P. F. HOWERTON 

A few questions to guide selec- 
tion that have helped me: 

1. Does this man inspire con- 
fidence in me? And does he ex- 
press himself clearly and simply? 
Consider that every time he is to 
go before a prospect he must do 
those two things if he isn’t going 
to strike out. If he does not meet 
that test with me, the chances 
are good that he will not meet it 
with his prospect. In my opinion, 
a background of English compo- 
sition and English literature is 
one of the best bases of sales train- 
ing that we have in our business. 
For that reason I covet a man in 
my agency who has had, a good 
liberal arts education. 

2. Does he really want to pay 
the price for independence? We 
talk at length about a life insur- 
ance man going into business for 
himself, and yet we are prone to 
deny that high concept by our 
every action. We promise a man 
every facility for success—train- 
ing, office space, expert assistance, 
prestige building, publicity, pub- 
lic relations, and too often over- 
adequate financing. 


We forget that the first require- 
ment for going into business for 
oneself is to bear the risks that 
are inherent in that venture, and 
if we take that from the man we 
thereby take from him the great- 
est incentive to his success. It is 
our job to bring him into an 
agency that has a “climate of suc- 
cess” and help him fit into it. This 
climate is created by everyone in 
the agency. We pay every person, 
cashier, secretaries and clerical on 
an incentive basis—a base salary 
and then bonuses each month 
geared to paid business in that 
month. 

Every person in our office has 
a financial stake in our production 
results. Everyone understands that 
the buyer and the producing agent 
are the most important factors in 
his job. This climate of success is 
also due to the recognition that is 
given to successful men—they feel 
a responsibility to help the young- 
er man succeed—it adds to their 
prestige. 

We consider our agency some- 
what like a _ teaching-hospital, 
where younger men, interns, are 
given an opportunity to see the 


older men in action. We encourage 
a great deal of joint work. But it’s 
not our job to hand him all this 
on a silver platter without requir- 
ing him to put up his part of the 
bargain. 

3. How does the man respond 
to sales ideas? I like to give a 
prospective agent an example of 
how life insurance is sold—not on 
a simple package sales talk, but by 
describing a situation that exists 
and then showing how life insur- 
ance was sold to fit that situation. 
An actual case or two that has 
been sold in our agency that has 
resulted in substantial profit to an 
agent—telling him just how much 
the sale was worth to the agent. 
Responsiveness Is Key 

If his eyes begin to sparkle and 
he comes out with a remark like, 
“Hell, I could do that!” then 
you’ve got the makings of a sales- 
man. If he is completely unrespon- 
sive to the description then you’ve 
got your answer and had better 
leave him alone. 

Sales management also means 
teaching a man to think for him- 
self. Not by doing everything for 
a man, but by guiding him along 
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How he has built an agency , 
producers Why 
can Operate sy, 
cessfully and jp. 
de Pendent 
ly, without leap, 
ing On the gene. 
al agent, was te 
counted by Phi. 
ip F. Howertop, 
general agent 4 
Connecticut My. 
tual at Charlotte 
-C., at the 
meeting of General Agents & Map. 
agers Conference during the NAL 
convention at Philadelphia. Th, 
following is an abridged version o} 
his talk. It will appear in full jy 
the GAMC proceedings. 


Philip Howerton 





the road, rough as it must be, up. 
til he finds his own way. Selling 
life insurance is about 90% , 
mental process for the established 
man and if he can’t learn to ys 
his head he is licked before he 
starts. 

We get a man into advanced 
selling methods as soon as poss- 
ble. We show him that the only 
real difference between advanced 
and elementary selling is one of 
degree—we are dealing with peo- 
ple and their situations in either 
case—that the basic thing is that 
one individual, as such, has no ex- 
pectation of life whatsoever—that 
a man 40 can be just as dead to- 
morrow as a man 80, and this ap- 





From— 


BIRMINGHAM, ALABAMA | 











These General Agents and Managers 
Send Greetings to the N.A.L.U. 7Oth Annual Convention | 











W. WINFIELD CRAWFORD 
Agency Manager 
Home Office Ordinary Agency 
LIBERTY NATIONAL 
LIFE INSURANCE COMPANY 


ARTHUR C. CROWDER, JR. 
Manager 
THE PRUDENTIAL INSURANCE CO. 
OF AMERICA 
Life . . Group . . Sickness and Accident Insurance 
2019 Highland Avenue Fairfax 2-6614 


B. B. BRICE 

General Agent | 

THE MUTUAL BENEFIT LIFE 
INSURANCE CO. 


East Terrace-Highland Towers 
2257 Highland Avenue Alpine 1-7209 











L. CLEVE BROWN 
General Manager 
NEW YORK LIFE 
INSURANCE COMPANY 
FAirfax 3-522] 

1200 - 20th Street, South 


ROY LOCKHART 
General Agent 
AETNA LIFE INSURANCE COMPANY 


2119 Sixth Ave. North 
Fairfax 3-8312 


GLENN G. LAMAR 


General Agent 
THE LINCOLN NATIONAL LIFE 


INSURANCE CO. 


(For Alabama and West Florida) 
2201 Arlington Avenue Alpine 1-426] 








J. B. CONWAY 
Agency Manager 
THE EQUITABLE LIFE ASSURANCE 
SOCIETY of the UNITED STATES 


1200 Empire Bldg. Alpine 1-7135 


408-409 Massey Bldg. 








M. C. CADDELL 


Branch Manager 


A. PRICE HAMILTON, JR. 


Brokerage Manager 
OCCIDENTAL LIFE INSURANCE CO. 
of CALIFORNIA 
Fairfax 4-6622 








JACK O. TOMLINSON, CLU 
General Agent 
NATIONAL LIFE OF VERMONT 


810 Brown-Marx Bldg. 
Fairfax 2-8649 
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For nearly two years the 
phrase, “At Kansas City 
Life, The Agent is Key 
Man,” has appeared in the 
advertisements of this 
Company. But, this is 
more than an advertising 
slogan, it is the Company 
philosophy of Kansas 
City Life. 





t be, un- 


More Than An 
+ Selling 
tate Advertising 


Nn to use 





ef 
a In December of 1957, 
idvanced Slogan er W. E. Bixby, President of 
he oe Kansas City Life, an- 
dvanced nounced to our Agency 
| one of Force that our Company’s 
ge: goal was in placing an 
< fe increasing amount of per- 
S no ex- manent cash value insur- 
er—that é6 we @ ance, which would best 
— he At Kansas City Li serve our policyholders 
and at the same time 


adequately compensate 
our agents. 


rates The Agent is 
| Key Man!” 





| 
il 
| 
| 
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We are pleased that this 
philosophy has resulted in 
a greater proportion of 
permanent insurance for 
the benefit of policyown- 
ers and their families and 
in increased commissions 
per sale. 











We remain firm in the 
belief that the _ policy- 
owner is best served by a 
well-compensated, active, 
successful agent. So, at 
Kansas City Life the 








7209 
Agent continues to be the 

wml Key Man. 
KANSAS CITY LIFE 
INSURANCE 

261 COMPANY 

" 

eatin Broadway at Armour/ 


THT y; Kansas City / Missouri 
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plies in the sale of life insurance 
from the simplest package sale to 
the most complicated estate plan- 
ning survey. And that life insurance 
is the only financial instrument 
devised by man to meet this un- 
certainty. 


Philosophy Of Prospecting 


Sales management means giv- 
ing a man a philosophy of pros- 
pecting. 

We recite dozens of methods of 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 23, 1959 


finding names, centers of influ- 
ence, nests, direct mail, etc., and 
these must be tried—for our man 
needs a market, but he must again 
think for himself if he is to be a 
good prospector. 

Two things are basic: 

1. Activity prospecting —Going 
back to our fundamental of no in- 
dividual expectation of life, we 
come up with the whole structure 
of insuring human life values. We 
find as a general rule that people 


who have vested wealth are quite 
hard to sell—they realize that 
their death will hardly cause a 
ripple on the placid surface of 
their trusteed situations. 


Fast Earners Are Best 


But people of activity—doctors, 
lawyers, contractors, developers, 
builders, etc., particularly those 
who have made a lot of money 
quickly—these people are con- 
stantly aware of the value of ac- 


Ist Da 


tivity, and can be made to realiy, 
that a surcease of that activity p 
death, disability or retirement wij 
bring an immediate change j 
their whole financial picture. Why 
are these people? Go find them 
Situation prospecting: Our men 
are reminded to study situation 
think who is in that situation an 
go tell him how life insurance ap 
swers the problems presented 
that situation. The situation of j 
self suggests names. 





“Wonder how that 
Combined fellow 
does it” 


- Sales management means use 9 
imagination and thinking in pres 
entation and selling. 


Not Just In Big Cities 


* Agents who sell for Combined 
are often the subject of colleague 


admiration. We remind our men that af 
vanced selling can be done, andj 
done, in Perry, Ga., or Lumber. 
ton, N. C., as well as on Stat 
Street in Boston or LaSalle Streg 
in Chicago. 

We try to avoid technical dj 
cussions in an approach to ‘byg. 
ness insurance or estate planning 
leaving that until a later time ang 
to the attorneys and trust officer 
as much as possible. 

An important part of my sala 
management lies in personal pro 
duction. I realize that not ever 
agent can find time for personal 
production, but I have always 
liked to sell. I find that my own 
selling enables me to know the 
market better, to know what sales 
ideas are working, and that I have 
a better understanding of the spe 
cific problems of my men. 


That’s quite natural because 
most Combined representatives 
are successful to an outstanding 
degree. Attaining this measure 
of success doesn’t just happen. 
Combined provides agents with 
the two principal ingredients 
that assure their success. 


1. Saleable Merchandise: From 
a broad selection of Hospital, 
Medical-Surgical and Loss of 
Income plans, Combined 
assists an agent in choosing 
the type of coverage he is best 
qualified to sell. 


Combined’s Motivational 
Techniques: Combined agents 
receive training and direction 
in the form of exclusive 
motivational techniques 
that mean the difference 
between ordinary and 
» extraordinary results. 


That’s how the Com- 
bined fellow does it. He’s 
prepared for success by 
a successful organiza- 
tion — Combined, sec- 
ond largest exclusive 
accident and health 
company in the world. 


We'll be glad to tell you 
how you may become success- 
ful with Combined, if you'll 
mail the coupon below. 


SOO ORROO’DHTES 


Announcement of the 
PENSION & PROFIT SHARING 
SCHOOL 


OCTOBER 21-23 


and the 


BASIC PENSION SCHOOL 


OCTOBER 19 & 20 


to be conducted at 


PURDUE UNIVERSITY 
by a faculty of experts 


in these fields. 


Combined Insurance Co. of America, Dept. 118 Address inquiry as soon as 


5050 Broadway, Chicago 40, Iilinois 
How can Combined help me to.success in the 
Accident & Health Field? 


possible to: 


COMBINED 


Insurance Company 


Of America 
W. CLEMENT STONE, PRESIDENT 


5050 Broadway, Chicago 49, Illinois 


HAL L. NUTT, C.L.U., Director 


Life Insurance Marketing Institute 
Purdue University 
Lafayette, Indiana 


Name 








Address 








City 
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JEFFERSON STANDARD SALUTES 


Bill Andrews d is a Suny man... but never or ‘aay to serve his community, 

his company, and his profession. He has been a Chartered Life Underwriter 
since 1937. This year, as President of the American Society of Chartered — 
Life Underwriters, Bill is devoting his full energies to ne oe pro- 
fessional. standards’ of life insurance sales and service. 


His civic and professional distinctions. are many: Prcateat N 
Association of Life Underwriters, 1944-45 ... Named “Man of the: yea 
by North Carolina Association of Life Underwriters, 1956 . 

_ Greensboro March’ of Dimes campaign, 1956 Vo: BG. Sta Chairman, U. $. 














A CORDIAL BOW 

VO AMERICA’S 
TOP-RANKING 

LIFE UNDERWRITERS 
FROM Olle Ob 
MeRIGAS MOST 
PROGRESSIVE 
MUTUAL 
COMWPANDLES 


") 


* 





The Baltimore Life 
Insurance Company 


GUARDIAN OF SECURITY SINCE 1882 
Baltimore 1, Maryland 
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Employment Contract Helps In 


Some Business-Cover Problems 


The usefulness of an employ- 
ment contract with the manager 
of a business inherited by a widow 
from her husband was described 
by Mrs. Marion I. Gilmore, John 
Hancock, Albany, in her talk in 
the Women Leaders Round Table 
“Sellarama” Sunday during the 
NALU annual convention at Phil- 
adelphia. 


By MARION I. GILMORE 


Although package selling ideas 
are desirable, they do not produce 
large premiums 
for most agents. 
It has been stat- 
ed many times 
that the profit is 
one of the basic 
goals for a pro- 
ducer, specializa- 
tion in an area 
where larger pre- 
miums exists is 
a necessity. Let 
us discuss one or 
two specific ideas in the so-called 
advanced underwriting field. While 
these situations may not reappear 
in identical areas, the patterns they 
create may be useful. 

For a first situation, let us con- 
sider a one-man business. A typi- 
cal business man intends to set 
up a plan for the continuation of 
his business, if he should die; but, 
typically, (like most men) dies be- 
fore he does anything about it. His 
widow inherits this business, to- 
gether with full responsibility for 
two growing sons in their teens. 


Ignorant Of Business 


She knows little about the op- 
erations of the business and must 
rely upon her deceased husband’s 
assistant, who has been receiving 
a salary of $10,000 a year. This 
business, with the husband dead, 
will earn from $15,000 to $18,000 
annually. If the business were liq- 
uidated and sold, the average buy- 
er would pay no more than $40,000 
to $50,000, as its book value of 
$80,000 to $100,000 has value, sub- 
stantially, only to the limit of a 
person’s skill in using it. 





Marion |. Gilmore 
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It appears that the widow’s ain, 
would be: first, to continue th 
business, which would produce fj, 
her far more than she would », 
ceive if the business were sold an 
the proceeds reinvested in secur; 
ties; and second, to preserve th, 
business for the sons, when the 
are old enough to take over, whic 
would not be within 15-20 yeap 

Her most pressing problem ap 
pears to be the danger that th 
new manager might leave. ]; 
might even become a competite 
if he is able to raise some cap. 
ital. Without the manager, th 
widow will have only the proceed 
of a forced sale. ($40,000 to $50. 
000, which might produce an jp. 
come of $2,000 to $3,000 annually, 

A possible solution might be a 
employment contract, under which 
the widow agrees to pay $3,000 a 
a bonus each year to the manager 
Under the terms of the employ- 
ment contract, he agrees to pay 
the money in premiums on a re 
tirement income life insurance pol: 
icy, which he owns on his own 
life. 

The bonus is taxable to him 
each year, but the widow deducts 
it as a business expense. He with- 
draws the dividend each year a 
an offset to most of his increased 
expenses for income tax, but he 
would have a small balance to pay 
personally. 

Assigns Policy To Trustee 

Pursuant to the terms of theirs 
agreement, the manager assigns 
the policy to a trustee, mutually 
agreeable to himself and the wit- 
ow. If the manager quits within 
10 years, the trustee turns the pol- 
icy over to the widow with noth- 
ing paid to employe. If the mar- 
ager is fired, the trustee has the 
policy endorsed for paid-up insur} 
ance, and arranges to have one: 
half of the policy delivered to the 
employe upon his attaining age 6, 
with no further restrictions. At 
such time, he may cash it in, con- 
tinue it or elect an optional settle 
ment. 


If the manager’s employment is 
(CONTINUED ON PAGE 333) 











GREETINGS to tHe N. A. L. U. 
AT PHILADELPHIA 


From the NEW ARK 


GENERAL AGENTS AND MANAGERS | 








PAUL L. GUIBORD 


Paul L. Guibord and Associates 
MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 

494 Broad St. 


General Agent 


Newark 2, N. J. 


| 








BOWES AND JOSEPH 
General Agents 
NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
Newark 2, N. J. 


»m19 RP 


-aymond Commerce Bldg. 
MArket 4-6800 








KAI I. GULVE and ASSOCIATES 
STATE MUTUAL LIFE ASSURANCE 


COMPANY OF AMERICA 


1180 Raymond Blvd. 
MArket 4-3500 


Building Clients and Agents through 
the “Planned Living Sales Philosophy”. 


Newark 2, N. J. 








HENRY LEVINE, GENERAL AGENT 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


45 Commerce Street 


NN Se ee 
ee ee 


Newark 2, N. J. 





MArket 2-7146 





XUM 


Ist Da 
i 
~) 


lOw’s aims 
tinue the 
roduce fo; 
would tf. 
e sold an; 
in secur. 
“serve the 
vhen they 
ver, which 
-20 years 
oblem a 
* that the 
leave. Hi 
om petitor 
some Cap 
lager, the 
€ proceeds 
10 to $50. 
ice an in- 
annually, 
ight be an 
der which 
g $3,000 as 
» manager, 
e employ- 
es to pay 
. on are 
irance pol- 
1 his own 


e to him 
w deducts 
He with- 
h year as 
increased 
x, but he 
ice to payy 


2e 
s of theirs 
Tr assigns 
mutually 
| the wid- 
its within 
is the pol- 
vith noth- 
the man- 
e has the 





“up insut- 
have one- 
‘ed to the 
ng age 60, 
tions. At 
it in, con- 
nal settle- 


oyment is 
: 33) 





oe 








jst Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 23, 1959 





The meaning of the KEY 


One of the notable assets of Life underwrit- 
ing is the public prestige enjoyed by Life 
insurance Field-Men. The American College 
of Life Underwriters and the C.L.U. program 
have contributed substantially to this result. 


We at Metropolitan are proud of our 
C.L.U.’s and join our friends in the Life in- 
surance industry in urging Field-Men to en- 
roll in one of the C.L.U. courses in their 
respective communities. These courses have 
not only added to the stature of all associated 
with Life insurance, but have helped to 


°Metropolitan Life 
INSURANCE COMPANY 


A MUTUAL COMPANY 1 MADISON AVENUE, NEW YORK 10, N.Y. 


broaden the ability of Field-Men to render 
top-notch professional service. 

While you can be a good Field-Man with- 
out being a C.L.U., you can be a much better 
one if you are. In today’s competitive mar- 
ket, it is good business to have the best pos- 
sible professional education. 

One way to get this is to become a C.L.U. 
yourself. It will do much to give you the 
added knowledge, skill and confidence which 
today’s public rightly expects and appreci- 
ates in career Life insurance Field-Men. 
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This full page 
newspaper 
advertisement 

has and will appear 
in selected cities 

<i \ throughout 
2 the country 
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WELLINGTON EXECUTIVE'S VIEW: A mutual fund’s investment pro- position of bonds previously pur. 


gram differs from a life insurance chased is normal in an active) 





=. company’s significantly, with re- supervised balanced mutual fyp; 
Life Insurance, Mutual an to selection and dollar cost Mutual funds emphasize an 
averaging. The major portion of ent investment objectives rangip 

Funds Com lementary an insurance company’s bond port- from balanced funds to growth 
Pp folio is bought very carefully and funds, and specialty funds—just x 

By A. MOYER KULP vice-president and chairman of the probably largely held to maturity. life insurance has many kinds ¢ 
investment committee of Welling- By way of comparison, a large policies to satisfy different ingsy,. 

The contrasting but complemen- ton Management Co., Philadelphia, portion of the bond section of a ance needs such as short range 
tary investment roles of life in- in his talk at the agents forum mutual fund may be turned over protection, long range _protectig; 
surance and mutual funds were during the NALU annual conven- 100% in several years, because con- and disability protection, just 4 


emphasized by A. Moyer Kulp, tion in Philadelphia. stant selection to improve present mention a few. 
We are living in a time of fg. 


reaching and rapid technologicg| 
change, as well as increasing wor} 
wide economic competition. Indys. 
try will need a tremendous amoun 
of new capital in the years aheg/ 
to finance new products, instal 
lower cost equipment, as well as, 
larger productive capacity for , 
growing population. 


Each Has Own Role 


To meet these capital require. 
ments, it will be necessary to 
channel an enormous amount ¢ 
savings accumulating in moderate 
amounts among millions of people 
to savings institutions. Some oj 
these savings will go into savings 
banks; a large amount will go into 
insurance premiums, and a sub. 
— ; stantial amount will be invested in 
a nN IIe me Tg id, oh | mutual funds. 

Each of these institutions is a 
vital and different source of indus- 
trial capital. It will take the com. 
bined efforts of these institutions 
to serve the economy. 
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AN INSURANCE PIONEER 





Originator of 






e First life insurance policy with a disability provision, 
October 16, 1896 

e First life insurance policy providing an “income for 
life” to the insured, December 24, 1902 

e First life insurance policy issued with double death 
benefit, February 10, 1904 


The Presbyterian Ministers’ Fund sa- 
lutes its friends as it begins its third 
century of chartered service. It feels 
justifiable pride in a remarkable 
record. The Fund feels grateful for 
the opportunity it has enjoyed in 
serving the best people in America. 
It is happy to be 









and... Fidelity’s services and products 
today are as modern as tomorrow 





“First in the hearts 
of the clergy 7 







SERVING 150,000 POLICYHOLDERS 





15 Branches 
from Coast to Coast— 


Texas to Ontario 





Assets of Over . . . . « + «+ « $350,000,000 
Insurance in Force . . . . « + $1,200,000,000 





PRESBYTERIAN MINISTERS’ FUND 
FOR LIFE INSURANCE 
Rittenhouse Square, Philadelphia 3, Pa. 
ALEXANDER MACKIE, PRESIDENT 


the FIDELITY MUTUAL LIFE company vrseassy 


ON THE PARKWAY AT FAIRMOUNT AVENUE + PHILADELPHIA 
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COAST to COAST 


WESTERN AND SOUTHERN LIFE... is tringing 0 


new kind of personal protection to millions of policyholders and prospects 





und sa- 

ts third throughout the nation. With the Company’s unique “Guide to Security’, 
It feel : ; 

phe representatives of Western and Southern are equipped to provide a com- 
a plete insurance programming service for every personal and business need. 
yed in 


merica. 
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LIFE. INSURANCE COMPA os en 
_ CINCINNATI, OHIO + A MUTUAL COMPANY + WILLIAM C. SAFF RD, PRES. 
me e Philadelphia, Pa. + Jacksonville, Fla, + Asheville, N.C. + St.Louis, Mo. + Galveston, Texas + Los Angles, Calif. — 
3, Pa. 
INT 
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al Life. Since President Ejge:ff restral 


CLU Seminar Explores Investment Value iiwetincaSinceting oi theyre ay 


dents of Federal Reserve Banks {,ff and @ 


Of Life Insurance In Era Of Inflation See the ceniee e 


paper was delivered by David p§ are ul 


Seven hundred persons gathered on continuing education. American agg “gg C. Eastburn, vice-president of aff citizen 
on the campus of University of A_ five-man faculty delved into Graebner, dean ot _the college ; Federal Reserve Bank of Philadg restrai 
Pennsylvania Tuesday to attend the investment value of life insur- Benjamin N. Woodson, president a ade. 7 the 
the one-day national seminar spon- ance in an inflationary era. The of American General Life, and ! ae : i a 
sored jointly by American College faculty consisted of Karl R. Bopp, Charles B. McCaffrey, lecturer in Shifting Risks, Losses ae” 


and American Society of CLU. The president of the Federal Reserve insurance of the Wharton School 


- . : , . : - : . Paul A. Norton, vice-presidey 
seminar is the first major project Bank of Philadelphia; Dr. S. S. and special consultant in advanced Cc-presiden§ Hazar 


of New York Life, was gener 








i > new CLU joi -ommittee Huebner, president emeritus of underwriting for Provident Mutu- : fs : 
of the new CLU joint committee I g chairman of the seminar and. bie 
we sears mt a also chairman of the joint ing, 
J Cong with t 


mittee. i; 

POLICIES SOLD BY FAS oping pg of he mal 
ing session, “The New Ouest fo 2 

g sessio wew Wuest fo ern Li 


Security,” by Mr. Bopp, deg 


with inflation and the shrinking - 
dollar. After discussing the prob : 
lems of uncertainty in times ¢ Hueb: 


reviev 


economic changes in the past anil pan, 
future, Mr. Bopp said, “I think } an 
is clear from what I have said that ° a 

‘} corne 


all individuals cannot _ proteg i 
themselves individually from. jp. — 
save ae ’ Simil: 
flation. To the extent that the; 
can shift the risk and the losses ¢ 
others because of the inferior bar. 
gaining power, political influenceg . 
ignorance and inertia of others, the 
others, of course, bear the burden 
To the extent that shifting canno 
take place, because all can shift 
equally well, there is no_ protec. 
tion. But the mere attempt to 
= shift promotes inflation, and this 
ie. : is likely to result in economic 
yo ee : hardships for all. 

“The alternative is a society of 


Here For Manhattan Life 


On hand for the convention a 
representatives of the home office 
of Manhattan Life are Thomas E. 
Lovejoy Jr., president; Frederick 
W. Lohm, vice-president and direc. 
tor of agencies ; Harry Levey, west- 
ern superintendent of agencies;] 
Harry J. Nelson, midwest super- 
intendent of agencies; George A. 
O’Dowd, north central superinten- 
dent of agencies, and Anthony J. 
Rumolo, eastern superintendent oi 





















agencies. 
Here For Provident L.&A. 
Provident Life & Accident’ 
home office is being represented 
at the convention by John M. Johr- 1 
ston Jr., agency supervisor. 
ot 1 
Fidelt ) 
ldelity Juterstatt, 
aes LIFE INSURANCE COMPANY } 
; % oe oe Extends its warmest 
And that’s not the whole story! Only 5.7% of Mutual Benefit Life insurance is term. | 
Why do Mutual Benefit Life agents write pol- For these reasons, and others, the men who G R F ETI N GS ) 
icies so much higher than the industry average? understand and value life insurance most seek ‘ 
First: Mutual Benefit Life’s personal planning TRUE SECURITY from Mutual Benefit Life. TO ALL 
for TRUE SECURITY appeals to the man This also means True Security for the agents of 
who has more to protect and more to spend Mutual Benefit Life and their families. N ALU M EM B ERS 


for insurance. 


Second: Mutual Benefit Life provides its HARRY T. DOZOR 
agents with fast hitting, pre-tested sales aids Sections 


designed to save agents’ and prospects’ time. 


Bla 
Third: Many Mutual Benefit Life agents The ‘ 4 " r= Insurance Company GEORGE J. HARRISON, CLU 
find it easy to concentrate in the higher income Li L. for TRUE SECURITY Cienehel a Agnes . 
professional fields. 
SL BENEFIT LIFE INSURANCE COMPANY, NEWARK. NEW JERSEY 
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restraint—T« straint by the mone- 
tary authority, by our government, 
and above all, by all of us as in- 
dividual citizens, for the govern- 
ment and the monetary authority 
are ultimately responsive to the 
citizenry. | do not believe that 
restraint is too high a price to pay, 
in the richest country in the world, 


for reducing the hazard of infla- 
tion.” 


Hazards Of Life 


The second speaker of the morn- 
ing, Dr. Huebner, was concerned 
with the basic hazards of life, and 
how life insurance deals with those 
hazards, in his address, “A Mod- 
ern Look at the Economics of Life 
Insurance.” ab 

The opening remark of Dr. 
Huebner’s talk set the stage for a 
review of the economics of life in- 
surance when he said, “The basis 
of life insurance is the family, the 
cornerstone of the nation eco- 
nomically, socially, and politically. 
Similarly, life insurance is the 


NATIONAL LIFE CONVENTION 


financial basis of the family in the| 
overwhelming majority of cases. | 

“Left to themselves, the great | 
majority of adult humans are by 
nature weaklings in the field of 
finance and business procedures. | 
They need the creative powers of | 
life insurance to protect them| 
against their personal weaknesses 
quite as much as life insurance is 
needed to protect them against the 
one hazard of uncertain economic 
death.” 

Mr. Graebner discussed the in- 
vestment side of life insurance as 
it serves modern families and busi- 
ness. “Any discussion of the in- 
vestment element of life insurance 
must begin with the premise that 
life insurance is a multiple-purpose 
financial vehicle and that it is 
property from which income can 
be made to flow whenever earning 
power is destroyed. 

“The fact is that heads of fam- 
ilies, who during their working 
careers, exhibited great talent to 
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| College of Life Underwriters 


Serves you as a guide to the best methods, procedures, practices, theories, and tech- 


| niques in modern life and health insurance. The guidance, advice, and experience of 
| the 109 insurance authorities who contributed to this monumental volume are right 
| at your fingertips. 


Provides you with a comprehensive reference source of information on every major 
aspect of life and health insurance. The Handbook is divided into six main sections 


| comprising 69 chapters (more than 1000 pages) and 19 appendixes which contain a 


variety of sample contracts, riders, forms, documents, and other practical materials. 
The basic sections are: 1) Personal Life Insurance, 2) Life Insurance for Business 


| Purposes, 3) Programming and Estate Planning, 4) Health Insurance, 5) Life Under- 


writ:ng and Sa-es Management, and 6) The Institution of Life Insurance. 


Offers you an easy-to-read and practical volume of insurance principles and practices. 
The LIFE AND HEALTH INSURANCE HANDBOOK emphasizes actual problems and 
situations that currently exist in the life and health insurance fields. The practical 
application of sound knowledge and experience is stressed throughout. 


Provides you with the finest thinking in insurance. Under the direction of Dr. Davis W. 
Gregg, 109 well-known insurance experts contributed to this book. Each of the 69 
chapters was written by one of the contributing authors within a carefully conceived 
master plan for the entire book and against a basic plan for each chapter. The chapters 
we.e then read and edited by a number of consulting editors, with at least four editors 
reviewing each chapter. 


PARTIAL LIST OF CONTENTS 
Contracts—Term Insurance 

Contracts—Whole Life 

Contracts—Endowment 


Taxation of Life Insurance 
Estate Planning Principles 


Medical Expense Insurance—Individual and 


Gro 
Contracts—Annuities roup 


Medical Expense Insurance—Blue Cross and 





to move upward in your life insurance ca- 
reer, As an F & B General Agent you'll get 
more than up-to-date contracts, modern sell- 
ing aids, and a new compensation plan for 
new men designed to help you build your 
own business faster and better. You'll enjoy 
many marks of F & B's appreciation for the 
good work of our field force —like our 
annual all-expenses-paid meeting at a luxury 
resort for all our agents (and their wives) 
whose production reaches moderate mini- 
mums. You'll make money — and have fun 
when you qualify as a General Agent 
with F & B. 


El Gran Hotel Ancira at 
Monterrey in Old Mexico 
is the scene of F & B's 
1960 Fun-and-Honors 
FABLIC Meet. 





(, 
ad Farmers & Bankers 
OGY Life Insurance Company 


e Home Office: 200 East First Street, Wichita, Kansas 





Family and Juvenile Policies 
Dividends and Their Use 

Risk Selection 

Life Insurance As an Investment 


| Insurance for Business Continuation 
| Group Insurance 


Pensions—Individual Policy Pension Trusts 
Pensions—Group Deferred Annuities 


| Pensions—Deposit Administration Plans 
| Pensions—Trusteed Plans 


Credit Life and Health Insurance 
Determining Needs 


| Trusts and Their Uses 
| Social Security Benefits 


Blue Shield 
Disability Income—lIndividual Policies 
Disability Income—Group Coverages 
Government Health Benefits 
Programming Health Insurance 
Building the Life Underwriter’s Market 
The Sales Process 
Sales Management 
Financial Management of a Sales Agency 
Company Organization and Management 
Life Insurance Company Investments 
Life Reinsurance 
Regulation of Life Insurance 
The Debit System and Industrial Insurance 


Price: $14.50—Order your copy from: 


RICHARD D. IRWIN, INC. 


HOMEWOOD, 


ILLINOIS 
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ALBERT C. ADAMS WELCOME to the! ‘C 
G al A ° 
eneral Agent These leading General Agents| an 
——a 
Aosta > are proud to be hosts to the] 70: 
Broad Locust Bldg. KIngsley 6-1811 
. : ‘ae ' 
GLEN W. ROSE GEORGE C. COULSON 
Manager Brokerage Manager 
DOMINION LIFE CONTINENTAL ASSURANCE CO. 
ASSURANCE COMPANY Herkness-Peyton-Bishop Inc., Gen. Agts. 
121 S. Broad KIngsley 5-6925 2101 Finance Bldg. LO 3-2267 
OCCIDENTAL LIFE — si enone THE WILLIAM L. SHERMAN AGENCY 
ents & Assocwiates 
INSURANCE COMPANY OF CALIFORNIA ppl seco onan aaa ee 
JOHN A. ALLISON, Branch Mer. WASHINGTO! COMPANY OF AMERICA 
WILLIAM B. KIRK, C.L.U. INSURANCE COMPANY 1320 Wes Savi 
Brokerage Mgr. 1900 Architects Bldg. 17th & Sansom eats ee Fund Bldg. 
123 5. Broad KIngsley 6-3939 LO 8-2957 KIngsley 5-1550 
GORDON K. HARPER THE KEYSTONE AGENCY 
and Associates RAYMOND W. SEEGER | “Serving the Delaware Valley” 
PHOENIX MUTUAL LIFE pcg cu oo 
INSURANCE COMPANY ee st ” 
1200-20 Phila. Nat'l. Bank Bldg. 1422 Suburban Station Bldg. LO 8.1255 URANCE CO. 
Tel: RI 6-1224 1616 Walnut PE 5-265 
JOHN T. FLANAGAN, JR. C.L.U. A. RUSSELL ATWATER JOSEPH RICHTER, JR., C.L.U. 
and Associates General Agent Manager 
Rp THE FIDELITY MUTUAL LIFE THE saint N iengemadia SHENANDOAH LIFE 
INSURANCE COMPANY COMPANY INSURANCE COMPANY 
2 Penn Center Plaza Tel: LO 8-4180 3 Penn Center Plaza LO 8-3545 123 S. Broad St. KIngsley 5-0616 
MARTIN A. ROSOFF, C.L.U. E. J. COLLINS MAHLON B. SIMON 
Manager Manager General Agent 
JEFFERSON STANDARD LIFE BANKERS LIFE COMPANY CONTINENTAL AMERICAN 
INSURANCE COMPANY Suite 1202, 42 S. 15th St. LIFE INSURANCE COMPANY 
Suite 600, 1616 Walnut PE 5-1544 Locust 7-348] Phila. Nat'l. Bank Bldg. —_ LO 3.8991 














OTTO ALDEN, General Agent INSURANCE JACK E. RICE 
and Associates FRANKLIN LIFE COMPANY General Agent 
































THE MUTUAL BENEFIT LIFE and Associates 
INSURANCE COMPANY EQUITABLE LIFE INS. CO. OF IOWA ; 
Phila. Saving Fund Bldg. WAlnut 3-3400 123 S. Broad St. Phila., Pa. 6 Penn Center Plaza LO 4-2245 | a 
il 
D. E. MAC LEAN SONS, Inc. JOHN F. HUBER Ill 
G a : General Manager : GORDON Ss. MILLER 
eneral Agents 
"C AEITIC . 1 : THE WYNNEWOOD AGENCY General Agent { 
MASSACHUSETTS INDEMNITY ih 
alk OF MASSACHUSETTS MUTUAL LIFE | St 
‘ LIFE INSURANCE COMPANY 2 B Y 
LIFE INSURANCE COMPANY iar <Sieiiiiier seule : es ae 
; z js 1616 Walnut KIngsley 5-0833 
Phila. Nat’] Bank Bldg. LO 7-2121 7 Wynnewood Rd., Wynnewood, Pa., MIdway 9-3450 
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‘CITY OF BROTHERLY LOVE” 


and Managers of Philadelphia 
70th annual N.A.L.U. convention 
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FREDRICK G. HIGHAM 
AGENCY, INC. 
GREAT WEST LIFE 


ASSURANCE COMPANY 
344 N. Broad Tel: LO 3-2783 








“Welcome To The City Of Brotherly Love.” 


ARTHUR R. GREMEL 
Manager 
THE MANUFACTURERS LIFE 
INSURANCE COMPANY 
2 Penn Center Plaza Tel: LO 8-5200 


RALPH H. RICE, JR., C.L.U. 
Manager-Philadelphia Agency 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
1401 Walnut Tel: LO 3-6010 





















































* BENJAMIN M. GASTON, C.L.U. Quiar- Dobe, Ga. 
H. S. BAKETEL, JR, C.L.U. Branch Manager , 
NCE General Manager NORTH AMERICAN LIFE On & Ls Ny: 
UNION CENTRAL LIFE INS. CO. ASSURANCE COMPANY anhattaw [850 
6 Penn Center Plaza Tel: LO 7-2442 1830 Philadelphia Natl. Bk. Bldg. 
’ ° oO 
LOcust 3-8163 12 3 S. Broad Ki62 78 
INKBINER COMPANY, GEN. AGT. 
/ SOWARD L, REREY, C.L-U. : porno iatd THOMAS F. IRWIN and ASSOCIATES 
n ssoctate. 
Copter ew A.CF. Finkbiner, C.L.U. PROVIDENT MUTUAL 
THE MUTUAL BENEFIT LIFE A.C.F. Finkbiner, Jr., C.L.U. LIFE INSURANCE COMPANY 
ESURANES COMPANY THE NORTHWESTERN MUTUAL LIFE OF PHILADELPHIA 
820 Western Saving Fund Bldg. INSURANCE COMPANY 3 Penn Center Plaza Tel: LOcust 8-0535 
Tel: PE 5-1456 1405 Locust St. Tel: KI 6-1234 
| EUGENE C. DeVOL, C.L.U. 
~U. FRED VAN URK AGENCY WILLIAM B. SNYDER, C.L.U. General Agent, and Associates 
A. L. Baker . B. Monaco u C. Dow 
Jagoeenine Agency Manager 2W. ates MC J. Werk | GM Doub 
UNITED BENEFIT LIFE CONTINENTAL ASSURANCE COMPANY wae F X: Shoemaker ieee 
INSURANCE COMPANY a — sy NATIONAL LIFE INSURANCE CO. 
; : -1500 aw oe M lier, Vt. 
| rere et te 1616 Walnut Street a Tel: PE 5-1280 
HN C. KNIPP, JR., C.L.U. 
JAMES A. GALLIGHER seamed 7 IR., THE PIERCE AGENCY 
Pie ps General Agent and Associates Wm. be bene rN ye Agt. 
THE CONNECTICUT MUTUAL LIFE . J. Kistler, Gen. Agt. 
THE LINCOLN NATIONAL LIFE [anu ancep eines THE FIDELITY MUTUAL LIFE 
BANE atasiaiiias 1906 Architects Bldg. 17th & Sansom St. anasine tees COMPANY 
3 Penn Center Plaza LOcust 8-2033 Tel: LOcust 7.5131 6 Peas Coster Phase LO 8-2050 
HERBERT M. CADY, MGR. HARVEY GOODSTEIN, C.L.U. 
Frank J. Campbell, Mgr. Bkge ROBERT B. ARMSTRONG General Agent 
Jay D. Utley Jr., Dir. Bkge. Services General Agent CONTINENTAL ASSURANCE 
| Frank J. Kelly, Mgr. Group Dept. NEW ENGLAND MUTUAL LIFE COMPANY 
a - > Cc lete Brok Facilities, 
WA CONRECTICUT GENSRAL Lik INSURANCE COMPANY Special Aposen tekteaeed aa Problem Cases 
| INSURANCE COMPANY ae ee ee Tel: LOcust 8-2920 1413 Walnut Street , 
Phila. Saving Fund Bldg. Tel: WAlnut 3-2525 Philadelphia 2, Penna. LOcust 4-1070 
L. V. DRURY JOSEPH H. REESE, C.L.U. NORRIS MAFFETT, C.L.U. 
{ Manager General Agent General Agent 
E || SUN LIFE ASSURANCE COMPANY PENN MUTUAL LIFE THE CONNECTICUT MUTUAL LIFE 
OF CANADA INSURANCE COMPANY INSURANCE COMPANY 
121 S. Broad St. Tel: PE 5-4600 6th & Walnut WaAlnut 5-7300 1420 Walnut Tel: KIngsley 5-5100 
- ee 
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(CONTINUED FROM PAGE 29) 
earn a fine income, face a retire- 
iment period with pitifully small 
amounts of assets which yield a 
retirement income so inadequate 
as to require a considerable reduc- 
tion in living standards or a con- 
tinuation of working years beyond 
normal retirement.” 

The final speaker at the morn- 
ing was Benjamin N. 
Woodson. Mr. Woodson’s _ talk, 
“Meeting Our Responsibilities to 
the Public,” reviewed the buy-term 
invest the difference philosophy. 
Worth As An Earning Machine 

In discussing the advantages of 
permanent life insurance, Mr. 
Woodson said, “Clearly, then, it is 
our professional obligation to urge 
upon our client the ownership of 
adequate life insurance, in the 
light of his needs, his worth as an 
earning machine, and the economy 
of the day. 

“LT submit that it is also our 
obligation to urge permanent in- 


session 


one of the 


| nnd. of the 
siest 


Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Ceutiall Lie 





ASSURANCE COMPANY, 


Progressive and competitive, yes 


at the expense of financial security 
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surance upon the man whose situ- 
ation makes permanent insurance 
desirable or even optional. 

“It becomes our obligation to 
sell permanent insurance to the 
man whose circumstances give 
him a choice in the matter, simply 
because as life underwriters we 
know both from our studies and 
from our long experience that per- 
manent insurance is the best in- 
surance, for most men, in most 
circumstances, and that cash val- 
ues are the best investment for 
some of the investable dollars of 
almost all men and for most or all 


the investable dollars of many 
men.” 
Concerning the investing-the- 


difference philosophy, Mr. Wood- 
son said, “So we must face the 
fact that it is impossible to find 
either the investment or the insur- 
ance needed to provide the abso- 
lute and unequivocal equal, in two 
packages, of the one-package 
plan.” 








DES MOINES 6, IOWA 


. but not 


ASSETS | $168 Million 
surPLus | $14 Million 
INSURANCE | $575 Million 
IN FORCE 





Following Mr. Woodson’s talk, 
the seminar adjourned for lunch- 
eon, which was served in the uni- 
versity museum. 

Mr. McCaffrey was the speaker 
for the afternoon session. In his 
address entitled, “Some Practical 
Uses of Life Insurance in Modern 
Business,” Mr. McCaffrey dealt 
with split-dollar plans, key man life 
insurance, key man disability insur- 
ance and estate clearance through 
corporate funds. He said, “Life in- 
surance is owned by millions of 
people in this country for a multi- 
tude of purposes. There is perhaps 
no other form of property in 
which so many individuals have a 
present or future interest. As its 
principal function, life insurance 
offers protection in the way of 
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Representing K.C. Life 


. WOR! 
C. W. Arnold, vice-president ang | — 
superintendent of agencies, ang Lil 


B. W. Hensley, assistant superip. 
tendent of agencies, are represent. 
ing the home office of Kansas Cj 

Life here during the convention 
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From Republic National 


Republic National Life is being 
represented at the convention fyi 
Clarence Skelton, vice-presideni a 
coordinator of production plaqail 
ning; Charles Walters, agency 
training; Al Peterson, superinten@ 
dent of general agencies; E, pF e%% 
Brewer, vice-president, underwrit. 
ing, and Ferd Schuth, ageney 
division. 


























financial security for the depend- On Hand From Shenandogh Ruth 
ents of the insured. Vast amounts Howard Kelley, superintendent d 
are also purchased by business of agencies, and James L. Witt, a 
firms to provide indemnity for the director of training, are here at the 1-0-1 
loss of a partner, stockholder or convention representing the home |. ne 
other key men.” office of Shenandoah Life. source 
helped 
status 
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band’s 
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You get of renewals with |v\., 
e 10 yea 
Lafayette Life ob 
until tl 
in a general agency contract that provides: = 
come 
the em 
z ee 1 Maes ; receive 
op commissions... lifetime renewals... no collection insurat 
penalties (death, retirement, or termination)... and a generous Lists A 
pension plan. You'll be happy... and stay happy... with be 
ment a 
Lafayette’s sound, fair, easy-to-understand contract; with Lm 
‘ J Ices Ot 
Lafayette’s active, friendly support through modern sales ing hei 
° aa : P ng a 
tools, progressive merchandising methods, interim financ- if yi 
ing, and a liberal, realistic compensation plan. Get. the Be 
benefits of a “no penalties” contract. Join Lafayette now. ~~ 
SSIDI 
Write in confidence to M. V. Goken, Director of Agencies... her pai 
tract. 
a 77 
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will se 
LIFE INSURANCE COMPANY - Ar 
LAFAYETTE, INDIANA iden 
Inquiries invited from Indiana, Ohio, Illinois, Michigan, Iowa, 4. Th 
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Tennessee, Colorado, Wyoming, New Jersey, Florida, West Virginia, ot prin 
Maryland, District of Columbia, Minnesota and adjacent states. «three 
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WORKING MOTHER TELLS “‘SELLARAMA” FORUM: 
a 











Ruth H. Pilzer, New York Life, 
olumbus, O., is a working mother 

ioe who, in her own 
words, “has been 
fortunate enough 
to channel her 
own working 
hours into a field 
of better than 
average financial 
return.” In her 
speech at the 
“Sellarama” 
sponsored by 
Women Leaders 
ound Table Sunday, she told 
ow the ingredients of the word 
.O-R-K (will, organization, re- 
sourcefulness and knowledge) have 
helped her to attain the enviable 
status of a successful producer. A 
condensed version of her talk ap- 
pears below. 


By RUTH H. PILZER 






Ruth H. Pilzer 





For me, life insurance has, in- 
deed, been a declaration of finan- 
cial independence! First it gave 
me, as beneficiary to my late hus- 
band’s insurance, the right and 
privilege of being a _ full-time 
mother for at least three years— 





Mrs. Gilmore Discusses 
Business Coverages 


(CONTINUED FROM PAGE 22) 
iterminated for misfeasance or mal- 
feasance, he loses all rights to the 
policy. If the manager quits after 
10 years, his policy becomes vest- 
ed, but it is held by the trustees 
until the employe is age 60, when 
the rights, as indicated above, be- 
come available to the manager. If 
the employe dies, his beneficiaries 
receive the proceeds of the life 
insurance. 


Lists Agreement’s Advantages 


The advantages of this agree- 
ment are as follows: 

1. The widow retains the serv- 
ices of the manager, thereby giv- 
ing her the opportunity of secur- 
ng a much larger income than 
if she sold the business. 

2.The manager is induced to 
make the business profitable. If 
there are no profits it will be im- 
possible for the widow to keep up 
her part of the employment con- 
tract. 

3. The manager has excellent 
personal security—if he lives he 
will secure a pension of half. sal- 
ary. And if he dies, his family will 
have approximately $70,000 of life 
msurance, 

+. The manager is never able to 
get his hands on the accumulation 
of principal and thereby become 
athreat as a competitor. The only 
thing lacking is key-man_insur- 
ance on his life in favor of the 
widow. A good life insurance 
‘sent will be able to supply it at 
‘nominal premium. ; 





Life Insurance: A Declaration 
Of Her Financial Independence 


and it has since enabled me to be 
the next best, a working mother, 
free to devote part of her time to 
children’s activities, free to meet 
the many demands of their needs 
and due rights, and, yet, fortunate 
enough to be able to channel her 
own working hours into a field of 
better than average financial re- 
turn! 

Life insurance has, indeed, been 
my symbol of financial independ- 
ence. I make my living selling life 
insurance. 

How do I do that? 

The first word that came to my 
mind, as I began formulating my 
thoughts on that subject, was the 
four letter word “W-O-R-K.” Of 
the many definitions Webster uses, 


I chose the two that seemed ap- 
propriate to me for my purpose. 

First, work is the general term 
for effort with a purpose. The pur- 
pose is most obvious in my case. 
Second, work is that which is ac- 
complished by exertion, deed and 
achievement. The exertion is un- 
questionable, and the balance, | 
leave for the records! 

What remains of the first grade 
school teacher in me, begins to 
minimize a word down to the in- 
dividual letter, and for the word 
“W-O-R-K,” I choose to think of 
the W as symbolizing will which 
is, after all, a mere determination 
to accomplish a goal, the earnings 
required for rearing my family, 
and it is toward this purpose that 
I must direct my energy. 


Organized Routine 


O is for organization. I often 
question myself on that score. 
However, for all practical, person- 
al purposes, I call myself  or- 
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ganized. My usual routine is reach- 
ing my office by 9 a.m., or earlier 
unless I am fortunate enough to 
have morning appointments for 
sales or service interviews. These 
first morning hours seem to be my 
best for routine detail and for 
planning of my _ interviews, al- 
though much of this is also done 
at my home desk. 


All feasible phone calls are 
made from the office during these 
morning hours, but here again, 


much of my phoning is done at 
home, from 5 p.m. on, unless I 
have a definite appointment, I put 
forth a special effort to be home 
when my children arrive from 
school. 

During the winter months, I 
find Saturdays an excellent time 
for additional telephoning. My 
stenographic help is on a very lim- 
ited scheduled basis. I admit to 
spending too much time in my of- 
fice, but I do not apologize for it. 
For me, the quiet, undisturbed sol- 











Welcome, 
NALU Members 


We’re happy to welcome to Philadelphia 
the men and women attending the 70th 
annual meeting of the National Associa- 
tion of Life Underwriters. The concept for which Philadelphia’s historic 
background is cibiNiacaiic titania for the individual—has a marked 


similarity to the principles of the industry you represent. 


The financial independence that you have provided for millions of Americans 
reflects the success of these principles. We congratulate you on the job you 


are doing . . . and wish you a profitable and pleasant annual meeting. 


Provident Mutual 


Life Insurance Company of Philadelphia, Pa. 


4601 Market Street Philadelphia 1, Pa. 
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itude of my office is a must, both 
for collecting my thoughts and 
maintaining some sense of equil- 
ibrium. 

R For Resourcefulness 


R is for resourcefulness. Con- 
stant juggling of the time element 
and distribution of my heavy fam- 
ily duties, means that time in the 
field is precious and must be al- 
located accordingly. I am relative- 
ly sure that the majority of our 
women underwriters must face 
these same multi-responsibilities. 
For me, therefore, cold-canvass is 
indeed rare and 99% of my busi- 
ness is done strictly on an appoint- 
ment basis. 

My initial call is most often by 
telephone and is usually the fol- 


low-up on either a pre-approach 
letter or the replials of my direct 
mail reply-o-type letters which 
represent much of my prospecting. 
Prospects are still my A-1 problem. 
I use many and all of the usual 
methods. My mail lists are those 
available to all of us—the telephone 
directory, newspapers, clubs, office 
and plant lists. 

K is for knowledge, for which 
our profession has no saturation 
point. I take all of my company’s 
excellent advanced underwriting 
courses which, to date, have 
brought me through pension trusts. 

All of this “W-O-R-K,” which is 
how I make my living selling life 
insurance, is not only my own per- 
sonal declaration of financial in- 
dependence, but also the declara- 
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tion of financial independence for 
the many people it has been my 
happy privilege to serve. It has, 
indeed, given and will continue to 
give us the right of life, liberty 
and the pursuit of happiness. 


On Hand From Gulf Life 


Attending the convention for the 
home office of Gulf Life are Wil- 
liam J. Hamrick, senior vice-presi- 
dent, and Harry J. Bradlaw, chief 
underwriter. 


Fort From National L.&A. 


R. E. Fort Jr., vice-president of 
National Life & Accident, is at- 
tending the convention as repre- 
sentative of the home office. Others 
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from the home office are ] » 
Wallen, manpower  developme, 
manager, and Ben Shields, Asso. 
ate manager, Pacific coast ters: 
tory. 







On Hand From Minn. Mutua) 


William J. Hadlich and Eyerg 
R. Jay, superintendents of agencied 
are attending the convention , 
representatives of the home offi 
of Minnesota Mutual. 











From Guarantee Mutual 


Executive Vice-President J, ) 
Anderson is here at the conventig; 
as representative of the home offi: 
of Guarantee Mutual Life. 
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THESE SAN FRANCISCO} 
GENERAL AGENTS AND 
MANAGERS EXTEND BEST 
WISHES TO THE 
70th ANNUAL 
N.A.L. 


U. MEETING 





LIFE INSURANCE COMPANY OF NORTH AMERICA 


244 Pine St. 


E. A. ELLIS 


General Manager 


YU 2-8500 
San Francisco | 








Suite 614 
Life, 


UNION MUTUAL LIFE INSURANCE COMPANY 
PAUL R. HOFFHOUS, BRANCH MANAGER 
JAMES C. RYAN, GROUP MANAGER 


114 Sansome Street San Francisco 4, Calif. 
YU 2-9170 


Group, Non-Cancellable Sickness & Accident 


A. D. HEMPHILL, C.L.U. 
Agency Manager 
THE EQUITABLE LIFE 
ASSURANCE SOCIETY 
EXbrook 7-0800 
120 Montgomery St. 


San Francisco 4 


MARSHALL GOODMANSON 


PROVIDENT LIFE AND ACCIDENT 


400 Russ Bidg. 


Manager 


INSURANCE COMPANY 


SUtter 1-7903 
San Francisco 4 








Manager 


COMPANY 
SUtter 1-4860 
200 Bush St. 


CHARLES S. BROWNING 


THE CANADA LIFE ASSURANCE 


San Francisco 4 


433 California St. 


B. W. WALKER 


Inspector of Agencies 


NEW YORK LIFE 
INSURANCE COMPANY 


DOuglas 2-6820 


San Francisco 





J. DENNY NELSON 


AETNA LIFE INSURANCE CO. 


220 Montgomery St. — San Francisco 4 


General Agent 


“Brokerage Service”’ 
Telephone YUkon 2-4040 





ae 





—— 








D. J. ROBERTSON, REGIONAL SUPERINTENDENT 
JOHN HENEAGE, MANAGER 
SECURITY-CONNECTICUT LIFE 
INSURANCE COMPANY 


YUkon 2-1320 


229 Market St. San Francisco 








DAVID S. KAMP 


General Agent 
HARRY W. DAY, Asst. Gen. Agent 
Brokerage Service 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
EXbrook 2-0888 
333 Pine Street San Francisco 4 








JULIUS S. BROWN, C.L.U. 
Manager 
CONTINENTAL ASSURANCE COMPANY 
DOuglas 2-8316 


433 California Street San Francisco 
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Ce ee ee ee ee re ae ae ae OR ee 


AS WELL AS: 
Poliomyelitis Leukemia 
Spinal Encephalitis 
Meningitis Rabies 
Smallpox Scarlet Fever 
‘Diphtheria Tularemia 
Tetanus Typhoid 


415,000.00 


AGGREGATE LIMIT OF LIABILITY 
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Broad coverage at low cost has made 
the Group Dread Disease Policy of- 
fered by the Aviation and Special Risk 
Division of Bankers Life & Casualty Co. 
the leader in this field during recent 
years. Now, the same broad coverage— 
iow cost protection is extended to include 
the most dread disease of all—Cancer! 


For Employee Groups of 10 or More 


And no participation requirements 
(where permitted by State law) 


For Individual Employees or 

For All Members of the Household— 
for whom application is made. The 
term “All Members of the Household” 
embraces all persons living at the ad. 
dress of the insured, but excluding 
individuals in no way related to the 


insured. The same liberal definition of 
“All Members of the Household” that 
has made our Group Dread Disease 
Policy the leader in the field still applies. 


Manifestation Wording 


The Company Will Pay for loss due to 
expenses as a result of a covered dis- 
ease which first manifests itself during 
the period of insurance, and incurred 
within 3 years thereafter subject to 
the aggregate amount stated in the 
policy and the limit of liability in the 
case of Cancer. 

The policy wording with regard to 
Cancer coverage is .. . “Pathologically 
diagnosed cancer (other than Leu- 
kemia) which first manifests itself 
during the policy period.” 





OPPORTUNITIES FOR SPECIAL RISK MEN 





Due to rapidly expanding operations we are looking for men with underwriting 
and production experience, interested in advancement by joining an aggressive 
company with rapidly increasing sales. 


Contact 


William G. Burns 
Aviation and Special Risk Division 
Bankers Life & Casualty Company 

4444 West Lawrence Avenue 

Chicago 30, Illinois 





Limits of Liability for Cancer 


(Based on the insured person’s age at 
the time of diagnosis) 


OAPI. 6 oa ose ose $5,000 
DE ta Ae ee eee ccc. $4,000 
BE Ms eh oe eS coe $2,500 
51 to 60................$1,000 
1] at 2 5 arr ee ee $ 500 
66 and over............ NONE 


Weekly Indemnity 


In addition to the medical expense 
benefits—policy pays $25.00 per week 
while hospitalized for one of the speci- 
fied diseases—up to 26 weeks. 





Low Annual Rates 
For Employee Only..... $6.00 
Employee and All 
Members of Household $12.00 


Available on 


Annual Basis only 


Write Today for DETAILS 

















AVIATION AND SPECIAL RISK DIVISION 


BANKERS LIFE & CASUALTY COMPANY 


4444 W. Lawrence Ave., Chicago 30, Illinois 
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largest that would be insured. 
4 


Industry Committee Makes Tentative Stand Independent contractors, such 


as automobile dealers, life agents, 


ee Sa ee oe and the like who do not belong to 
employe groups where employers mittee has tentatively decided to employe status. 
outnumber the employes and the recommend for support and by — Credit cover for mortgage bor- 
groups are basically of the associ- ALC and LIA are these: rowers. 
ation type. Dependents’ coverages in limit- |The Beers committee decided to 
Correspondent bank coverages. ed amounts. No limit was speci- recommend no statutory _per-life 
Trading-stamp plans, in which fied. limits, the reason apparently being 
merchants give stamps that can be Coverage for members of pro- that if the limits were set high 
redeemed for limited amounts of fessional societies subject to these enough to win the support of the 
term coverage. restrictions: a $20,000 per-life lim- entire industry they would be so 


Coverage that the Beers com- it on statewide associations as the large as to be almost meaningless. 


Mr. 

General Why Not 
n a y 
Agent hoot for 

the Gare! 


Here is a challenging opportunity for ground floor growth 
with a brand new Pennsylvania Life Insurance Company! 
The deal worth ‘shooting for’ includes— 




























Top Commissions — Plus! 

Par and Non-Par — Plus! 
Franchise — Plus! 

Minimum Deposit Plan — Plus! 
Group — Plus! 

Health and Accident—Plus! 


Hos pitalization—Plus! 


Oth DIVIDEND OPTION AVAILABLE 
ON ALL PAR PLANS! 


This gives you an honest 
competitive edge over anyone! 
Will write up to $1 million 















on any one life. : 
Sub-standard to 1500% RS 


‘ae. 


a 






Sorry, gentlemen — 
Pennsylvania only 
(for now) 


PHONE ¢ WRITE ¢ WIRE 






Director of Agencies 
ROBERT R. FELTMAN 





AMERICAN PENN LIFE INSURANCE COMPANY 


<4a5TH STREET AT WALNUT . PHILADELPHIA, PA . PENNYPACKER S-7910 
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ct Day 
Moreover, some members of, 
Jeers committee appear to ; s 
that enactment of very liberal y Yl 
utory per-life limits such ag 
example, three times annual oy 
pensation, would encourage r 
writing of even more large 
cases, rather than eXercising ‘ 
restraining influence, by proy ture 
ing group insurers and their ‘ grou 
ents with new goals to shoot at itimate 
Aside from the — encourag; ‘ sa 
news on the group insurance find aes 
the convention thus far has u 4 Is 
been marked by notably Une xpeg , soar 
ed developments. A lot of progr wa 1 
is being made in an orderly, we ih 
organized way by the many jy we c 
viduals and committees that iat fc 
takes to carry on the business, a 
the national association. a te 
The always popular agents j exc 
rum had a hot  subject—mutdhe cha 
fund competition—which was eta 
to be debated at press-time, Shoul 
The group committee, at ih 
meeting Monday, toned down ¢ 
last couple of paragraphs of ; 
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port so as to omit the references fe und 


possibly issuing a public diselain 
er of any association with the 
sequences of group “abuses,” ; 
the New York State associatiy 
has already done, and _ supporti 
legislation like that in Cana 
which removes the tax. shelt 
from group in amounts above 
specified figure, which in Canad 
is $25,000. Instead, the need { 
possible remedies was. stated ; 
more general terms. 


ility te 
eet th 
e rur 
xecutiv 
ot only 
riters 
) these 
ired tl 
lentativ' 


Have C: 


P ~ * Wa kh 

At the meeting of the field pra ? li 
tices committee, headed by Wi ® yea 
nly wi 


liam H. Pryor, Connecticut Mut 
al, Wauwatosa, Wis., there wa 
lengthy discussion of the likej 
hood of companies covering pe 
sons on a_ group. basis unéé 
Keogh-Simpson legislation, if 
eventually passes. Mr. Pryor wri 
to a number of leading companij 
and received replies from most ¢ 
them. He read some of these 1% 
plies and the committee seeme 
pretty well convinced that om 
the legislation was enacted, th 
group companies would go after! 
on a group basis, if only for com 
petitive reasons. 

“We know they'll write it on 
group basis,” said Harry Phill 
III, Penn Mutual, New York Gi 
“So the only question is, whi 
should we do about it?” 

Harry Sloane, Continental 
surance, New York City, said tgoW ™ 
situation went beyond the Keog ible 
Simpson measure. He_ predict om t 
there would be a vast amount ®pgents 
replacing of present policies tog i 
the advantage of the tax-exemly et 1 
provision of the Keogh-Simpsoman or 
legislation. te ins 

At Mr. Pryor’s suggestion, ife Ins 
committee report was amended f aes 
express opposition to wml heir ay 
Keogh-Simpson business 00 nd has 
mass sale basis. ed by 1 
t Amer 

: oie bt the 
For Security Mutual (N.Y.) wien 

Richard E. Pille, president "ven re 
Security Mutual of New York, alfriminat 
Harland L. Knight, agency “Ween 11 
president, are representing th Whet 


home office at the convention. he fede 
tility ¢ 
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to shoot at timate effects, with assessment 
eNCOurag; fe insurance as it was known to 
SUTANCE frofeceding generations in Ameri- 
tar has wiz Js it not possible to make a 
bly Unexpey ymparison of the conversation of 
ot OF progr oup life insurance at older ages 
orderly, With the reorganization of assess- 
© Many ingent companies—with employes 
‘tees that ing forced to make a choice be- 
© business, veen setting up huge reserves, 
ion, ith or without interest, and pay- 
'' agents iio excessive rates required by 
J ect—muty e change from assessment to le- 
uch Was sh] reserve in later years ? 
s-time, Should life underwriters of 25 to 
ittee, ata ) years experience not remember 
ed down ¢ aving life insurance damned by 
raphs of ifs and daughters of those who 
on draft tivned such life insurance? We as 
references fe underwriters have a responsi- 
Hic disclagiity to the insuring public. We 
vith the cg eet then on Main Street and on 
‘abuses,” @e rural routes. Our company 
Associatiyecutives have a responsibility 
| supportin ot only to us as their life under- 
In Canaifriters on Main Street but also 
tax shel, these policyholders who are in- 
ts above fured through us as their repre- 
| 1M Canaentatives. 
le need fy 
s stated Have Created Confidence 





> field pr We life underwriters have over 
“d by Wi he years created confidence not 
ticut Mug@y with ourselves and clients, 
there watt also in the companies and the 
the likeli insurance industry as a whole. 
vering pe Vill we permit the indiscriminate 
isis und#'ttibution of group life insur- 
tion, if $uce iN excessive amounts, through 
rvor wogssociations and — societies, and 
compani hrough fictitious or synthetic 
m most @Ups that have no cohesive rea- 
f these no" for obtaining group insurance, 
ee seemd? “estroy the good name of life 
that ondf!Surance ? ' 
acted, ti Or will we let them create a cli- 
vo aftergate at the local level which the 
y for coneXt generation of life underwrit- 
ts may find this great industry 
ite it ong@mned by another disillusioned 
-y Phillgg’"¢tation: But at the same time, 
York Cit#te life underwriters who have 
is, whireated this great amount of per- 
” manent life insurance with its ac- 
ental A#4mulated cash and loan values. 
-, said tfOW in excess of $100 billion of 
ne KeogifSetves, will be blessed by those 
predict vhom they have served. 
umount 0 
‘ies to gt 
rx-exem Let it never be said that any 
1-Simpso@an or group of men purchased 
le insurance directly from any 
stion, tMife insurance company through 
nended #teir own desires and initiative. 
writ heir appetite for life insurance is 
s on @"d has been almost entirely crea- 
ed by the life insurance salesmen 
! America. To permit the evasion 
I the Payment of commissions to 
inderwriters by direct sale or 
k, and ven reduced commissions is dis- 
ork, alftimination of the rankest sort be- 
icy VtwWeen insureds. 
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Pritchard Speaks Out On 
Croup Abuses, Inflation 


(CONTINUED FROM PAGE 1) 


on the part of life insurance com- 
panies should not under any cir- 
cumstances, if for no other reason 
than the discrimination involved, 
be tolerated by the supervisory of- 
ficials of our various states. 
Company executives should be 


just as intolerant of efforts to 
twist and/or replace group life in- 
surance even though baited, or by 


suggesting to them that larger 
limits on the corporation needs 


might cause the employes to make 
the “switch.” They should be just 
as intolerant of such corporation 
executives as the life underwrit- 
ers of integrity are immune to re- 
quests for rebates and/or twists of 
ordinary. 

The creation of the appetite for 
life insurance by the underwriters 


9- 
oO; 


and the satisfaction of that appe- 
tite by the serving up to the pub- 
lic of ersatz insurance by volume- 
conscious insurance companies 
can well be a serious factor in our 
continuous spiral of inflation. We 
must regret the fact that the pol- 
icyholders are led to believe that 
they are well insured and_ their 
cash reserves are thereby released 
if already accumulated and not re- 
quired for the creation of new life 
insurance, for it is only temporary 
(CONTINUED ON PAGE 40) 
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Continental American Life In 


MAX S. BELL 
VICE PRESIDENT 





ranks FIRST 


among life insurance companies in the nation 


1958 average new 


sale was $16,434 


Wilmington, Delaware 


To the Field Force: 


ONS - h 
CONGRATULATIONS throug 
Continental American ranks FIRST in average new sa 


surance Company 


your outstanding efforts, 


le for 1958. 


The recent publication of the annual survey conducted 


by The Life Insurance Cou 
tion, shows that Continen 
ance companies by attaining an average 


amount of $16,434. 


Credit for this achievement, 
It is a direct result of your mai 


you. 
of professional 


is clear evidence that Continen 
resentation, combined with modern, 
appeal to the larger and most discrimin 


insurance. 


Each member of Continental 
achieving this distinguished po 
We salute the members of our sa 
and industry made possible t 


service in your work. 


rant, a nationally known trade publica- 
tal American led all other life insur- 
sale last year in the 


of course, belongs to 
ntaining a high standard 
Leadership of this kind 
tal American's quality field rep- 
flexible policy contracts, 
ating buyers of life 


American takes pride in 
sition in American life insurance. 
les organization whose ability 
his noteworthy achievement. 


Sincere 


Vice President 
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CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


Wilmington, Delaware 

















DOWNTOWN AGENCY 

THE PRUDENTIAL INSURANCE 

COMPANY OF AMERICA 
Home Office—Newark, N. J. 


H. G. HENDERSON, Manager 
116 John St., New York 38 
BEekman 3-6100 











LOUIS W. SECHTMAN 


General Agent 
AETNA LIFE INSURANCE COMPANY 


200 East 42nd Street New York 17, N. Y. 
MUrray Hill 2-0200 








THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway, New York 7, N. Y. BArclay 7-4500 
CHARLES N. BARTON, C.L.U., Pres. 


Maurice Ziff, Exec. Vice Pres., Paul Goodman, V.P. 
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THE WHEELER H. KING AGENCY 
Edmond J. Nouri, C.L.U., Assoc. General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


200 East 42nd St. New York 17, N. Y. 
MUrray Hill 7-5560 


“Tust a few steps from Grand Central” 


HARRY KRUEGER, C.L.U. 


General Agent 
THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


386 Park Avenue, South New York City 
New Ideas—Old Ideals 


HAROLD G. PRATT 


General Agent 


Co Te 


MUTUALS LIFE INSURANCE COMPAN® 


225 BROADWAY BArclay 7-1070 f} 102 1 
NEW YORK, N. Y. | 














WILLIAM A. ARNOLD, Il 


General Agent 


Hancock 
MUTUALS LIFE INSURANCE COMPANY 


Complete Brokerage Service 
161 William St. - New York 38, N. Y. - WO 4-2367 


Telephone ClIrcle 5-2300 
DAVID MARKS, JR., C.L.U. 
General Agent 
NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
666 Fifth Avenue NEW YORK 19 


THE SCHMIDT AGENCY 
Roger W. Schmidt, C.L.U.—Arthur W. Schmidt, C.LU, 
NEW ENGLAND MUUTUAL LIFE 
INSURANCE COMPANY 


575 Lexington Ave. New York 22, N.Y. 551 
MUrray Hill 8-2600 


M. 








DAVID A. CARR AGENCY 
INC. 


CONTINENTAL ASSURANCE 
COMPANY 


50 E. 42nd St. 


New York 17, N. Y. OXford 7-3424 





G. V. AUSTIN & COMPANY 


Gilbert V. Austin, C.L.U. 
Joseph Schulman 
AETNA LIFE INSURANCE COMPANY 


16 Court Street BROOKLYN 1, N. Y. 
TRiangle 5-7560 


DAVID B. FLUEGELMAN, C.L.U. Re 


General Agent 
CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


342 Madison Ave., N. Y. 17, N. Y. MU 7.5035 #} 233 
All Facilities for Brokers and Surplus Writers 





— 








GLENN G. GEIGER, C.L.U. 


Agency Manager 


KREBS & McWILLIAMS 


General Agents 





MATT JAFFE ASSOCIATES, LTD. E 


General Agents 


CANADA LIFE ASSURANCE COMPANY ]}| E, 











THE NEW ENGLAND MUTUAL LIFE AETNA LIFE INSURANCE COMPANY Asst. General Agents I 
INSURANCE COMPANY z pats Gerald Rosner Paul Fishman 
$ ea Aetna Bldg., Corner William & Fulton Dan Jaffe : 
261 Madison Avenue New York 17, N. Y. 151 William Street, New York 38 : Training Director, Dan Kalish, C.L.U. 35 I 
ORegon 9.9494 REctor 2-7900 431 Fifth Avenue saci New York 16, N. Y. ss 
ENCY 
GEORGE B. BYRNES, C.L.U. JAMES F. MacGRATH, JR. TE RE 40 
General Agent General Agent FIDELITY MUTUAL LIFE NA‘ 
INSURANCE COMPANY 530 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
100 Park Ave. New York 22, N. Y. 
PLaza 1-4200 





THE UNITED STATES LIFE 
INSURANCE COMPANY 


161 WILLIAM STREET NEW YORK 38,N. Y. 
BArclay 7-4828 











of Philadelphia 


Arthur L. Sullivan, General Agent 
107 William Street New York 38, N. Y. 
WHitehall 4-5926 
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ARTHUR H. BIKOFF 


General Agent 
AETNA LIFE INSURANCE COMPANY 
The Fifth Avenue Agency 


45 Rockefeller Plaza New York 20, N. Y. 
COlumbus 5-0505 











ESTABLISHED 1892 


W. L. Perrin & Son, tur. 


Julius L. Ullman, Pres. 
Life—Par and Non Par 
Non-Can ‘A&S’—Medical—Hospital 
Plans—Individual—Family—Group 
75 Maiden Lane, New York 38, N.Y., HAnover 2-4044 








DONALD L. SHEPHERD, C.L.U. 


General Agent 
EQUITABLE LIFE INSURANCE 
COMPANY OF IOWA 


270 Madison Avenue New York 16, N. Y. 
MUrray Hill 6-1400 











THE FRASER AGENCY 


of 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 





irelay 7-107) 


102 Maiden Lane, N. ¥.5 1440 Broadway N. Y. 18 
| WHitehall 4-0300 


M. L. CAMPS 


General Agent 


se 
eHfar rk 
MUTUALS LIFE INSURANCE COMPANE 


Suite 600, 800 Second Ave. at 42nd St., New York 
OXford 7-2121 





THE MALLON-CURRAN 
AGENCY 


Organized Service 
MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


MUrray Hill 2-7979 630 Third Avenue 
E. LLOYD MALLON and ROBERT I.CURRAN, JR. 











JAMES A. RANNI ORGANIZATION 





, FRANK T. CROHN, C.L.U. 


General Agent 
CONSTITUTION AGENCY, INC. 
THE UNITED STATES LIFE 
INSURANCE CO. 


119 West 57th Street 
New York 19, N. Y. 


ClIrele 6-2736 





SAM P. DAVIS 
Manager 
PHOENIX MUTUAL LIFE INS. CO. 


20 East 46th St., N. Y. MUrray Hill 2-6042 
Leading Company Agency 














anid CLU General Agent 
midt, C.L.U, 
LIFE MANHATTAN LIFE INSURANCE CO. 
y Charlie McKeone Bill Ranni 

Bill Mearns Ed Leonard 
rk 22,N.¥. #) 551 Sth Ave., 36th Floor New York 17, N. Y. 

MUrray Hill 7-8750 
General Agent 

L NEW ENGLAND MUTUAL LIFE 
NY INSURANCE COMPANY 
MU 7.5035 #} 233 BROADWAY NEW YORK 7, N. Y. 
Writers BEekman 3-6620 





, LTD. 
MPANY 


| Fishman 


U. 
16, N. Y. 


ities 





ARNOLD SIEGEL AGENCY 


UNION MUTUAL LIFE INSURANCE 
COMPANY 
111 John Street New York City 


Arnold Siegel, Manager 
Edward C. Mendel, Supervisor 
WOrth 4-2733 


“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 

General Agent 
CONTINENTAL ASSURANCE COMPANY 
32 Court Street Brooklyn 1, N. Y. 

TRiangle 5-7362 

Group insurance and lifetime service fees 
available to all producers. 








PHILIP F. HODES 


General Agent 


E. J. HODES, ASSOC. GEN. AGT. 
NATIONAL LIFE INSURANCE CO. 
OF VERMONT 


55 Liberty Street New York 5, N. Y. 
Telephone 
BArclay 7-3972 


MICHAEL J. DENDA 


Resident Vice President 


UNION MUTUAL LIFE INSURANCE 
COMPANY 
William Oechslin, Brokerage Manager 
521 5th AVENUE NEW YORK 17, N. Y. 
MUrray Hill 7-2355 


Life, Group, Non-Cancellable, Sickness and Accident 


JOHN M. DEMAREST 


General Agent 


MANHATTAN LIFE INSURANCE CO. 


Complete Brokerage Coverage 


BOwling Green 9-5570 
107 William St. 


New York 38, N. Y. 








JOHN J. KELLAM, General Agent 
NATIONAL LIFE INSURANCE COMPANY 
530 Fifth Ave. New York 36, N. Y. 
Direct Wire N.Y.C. to New Canaan, Conn. 
Call CYpress 2-6676 








New Canaan telephone—W Oodward 6-2636 








B. WILLIAM STEINBERG & Associates, Inc. 
General Agent 
MASSACHUSETTS MUTUAL 

LIFE INSURANCE COMPANY 
225 Broadway, N.Y.C. BArclay 7-7100 
Jamaica District Office 
166-26 89 Ave.—AXtel 7-6000 

Hartsdale District Office 
One N. Central Ave-—ROckwell 1-2500 








RUSSELL B. KNAPP, GENERAL AGENT 
MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


233 Broadway BEekman 3-8090 
Woolworth Bldg. New York 7, N. Y. 


Mitchel D. Nowak, Brokerage Manager 


“We want to earn the right to your Brokerage 
Business through Friendliness and Service.” 











10 


and has no cumulative effect. 
According to the Life Insurance 
Fact Book, the ratio of premiums 
to insurance in force in 1958 was 
about one-quarter less than the 
average 10 vears ago. In 1957, ac- 
cording to the 1958 Life Insur- 
ance Fact Book, “The average out- 
lay by the policyholder for each 
$1,000 of life insurance protection 
was about one-fifth less than the 
average premium payment per $1,- 
000 of life insurance in force 10 


years ago.” 
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Assuining that the 1947 and 1948 
premium outlays per $1,000 were 
approximately the same, then we 
can assume that within one year, 
1957-58, the average premium per 
$1,000 reduced approximately 5%. 
Doubtless. the cause for this dras- 
tic reduction in one year resulted 
from increasing amounts of term 
insurance, including group, and 
possibly special contracts. 

But the fact remains that this 
had an even more telling effect on 
the earnings per $1,000 of the life 


insurance placed by life underwrit- 
ers. And unless he was able within 
that one year to increase his sales 
5%, he suffered a loss of income. 
In other words, by placing 105% 
of the amount of insurance of the 
previous year, he earned exactly 
the same amount of money... 
Of course, another matter of 
grave concern, and probably more 
important not only to the future 
of our business but to our nation, 
is the era of the greatest infla- 
tionary spiral in our history. In- 





growth. 


@ All Forms of Life Insurance 


@ Minimum Deposit Programs 





If you have the feeling that you may be 
boat’, and if you're interested in achieving the highest 
levels of accomplishment, LACOP has a great deal to 
offer you. Write for a confidential interview at your 
convenience. Address, Sherman J. Edelman, Executive 
Vice President. 


Life Assurance Company of Pennsylvania 


2101 WALNUT STREET PHILADELPHIA 3, PENNA. 


® Group Life—Accident and Health 











not one of our general agents owns a yacht... 


(BUT QUITE A FEW OF THEM CAN AFFORD TO) 


The most exciting word we ever heard describing our company is daring. Yet it isn’t 
really. LACOP has grown and flourished by using a sound structure of insurance 
procedures creatively and with imagination. Our representatives sell more, and to 
more prospects of every sort, because of LACOP’s ability to build the policy to fit 
the need. And LACOP is living evidence that an initiative-fostering organiza- 
tion, operating with advanced thinking offers the most direct assurance of continued 






missing the 


@ Guaranteed Renewable—Accident and Sickness 
e@ Hospitalization—Medical and Surgical 


@ Franchise and Association Programs 
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flation is like a malignaney eatin 
at the very vitals of Cur nation 
economy, destroying all incen; 
to save, and creating grave doy 
in the minds of many as to the ; 
ture solvency of our own feder 
treasury. United States gover 
ment bonds are selling today f 
80 cents on the dollar, ‘g, he inv 
though at that price they proyifhives 0 
a return to the investor of obific at 
AYN. ..- iramat 
Urge Government To Amortize 7 . 
The financial departments , is 
our great life companies almfpow-J 
without exception require amonkhe Ste 
zation in the case of any debtybyerag 
This has proved to be a gofknd ore 
business principle. Would it y§ Here 
be an equally good business priftual ft 
ciple for those who have extenddwant t 
credit to our great government @osing 
now request an amortization §s that 
that debt that has been creatdbut yo 
within the lifetime of most of gual fu 
in this room? ina 1 
Would it not be in order for ogchance 
National Assn. of Life Underwrggamble 
ers to take the lead in urging ogfreal pt 
representatives in the House apfwords — 
the Senate to immediately place ifand “gi 
the annual budget a provision fqplerent t 
a 2 to 3% amortization of our fed 
eral debt, with appropriate reduy Need T 
tions in federal expenditures § We « 
permit this amortization in ordgeach ot 
that the generation which hdstep te 
created this indebtedness may, ifeach ot 
so far as possible, repay it durinfsider tl 
our lifetime and to further mafmutual 
it possible to re-establish credglogic. 
of the United States governmesto lose 
by reducing its indebtedness gout—th 
such a point that the solvency gan cot 
the American government canngto decli 
be questioned by foreign goverg Does 
ments? The American dollar wiwill eve 
then take its place as the leader igi it dic 
international exchange. hat at 


would 
NALU Can Sell Idea paper o 


It is my firm conviction tha Still 
78,000 dedicated life underwritegmutual 
can sell any idea short which the of 8% 1 
are convinced right. Rathgprise 
than sell America short, they wif% pay 
be selling America for what sh both in 
really is when they make a dete dealer | 
mined effort nationwide to stf°osts « 
on returningand ISSt 













jonals 
pretty 
putper! 
Actu 
are pré 







































is 



















our congressmen 
government back to the gras tis | 
roots, and not only the balanein than th 
but the amortization of our volved 
tional debt. itis mt 
ss vestor— 
e e woul 
Miami Beach 1963, | 
stocks, 

e e e 
Cincinnati 1964 [cine 
: | There 
For NALU Annuals |: ties 
The National Assn. of Life t ay fun 
derwriters board of trustees atl the “life 






Philadelphia annual meeting “Ishould 
lected Miami Beach for the cig 
annual convention and Cincimmy, 







a uni 
for the 1964 annual. . atbecause 

Annual = meetings ear Is too b 
chosen are Washington, »fputable 


Denver, 1961, and Chicago, ! 
Midyear meetings have 
scheduled at Louisville next y% 
Fort Lauderdale, Fla., in 1961,"4,,, 
Memphis in 1962. 


; any ex 
Plane, 












Ist Dgist Day 





I} Ney eatin 
CUT nation 
all incenti 
Stave dowfionals who run mutual funds are 
as to the if retty unskilled; they can't even 
Own. feder; putperform the stock averages. 
tS gover! Actually, our portfolio people 
I< today jibbre pretty good. The fact is that 
lollar, “eydhpe investment policies and objec- 
they providkives of most funds are quite spe- 
‘tor of ophific and, in their specifics, differ 
jramatically trom the make-up of 
the statistical averages. In short, 
he funds are quite unlike the av- 
irtments fkrages and comparing them to the 
nies alm§Pow-Jones 30 stock average or 
uire amonhe Standard & Poor's 500 stock 
any debtyverage is a Comparison of apples 
be a gojknd oranges. 
ould it pf Here’s still another cliche: “Mu- 
isiness prigtual funds are all right if you 
ve extend§want to gamble in stocks and risk 
vernment losing all your money.” The fact 
rtization fs that you can gamble in stocks, 
een creatgbut you can’t gamble with a mu- 
most of qtual fund. The wide diversification 
fy a mutual fund eliminates any 
rder for ogchance of gambler’s risk or of 
Underwriggambler’s profits. Here we have a 
urging ogreal problem of vocabulary. The 
House angwords “investment, “speculation 
ely place jfand “gambling” mean entirely dif- 
rovision fyferent things to you and to us. 


Bas Be Need To Know Language 
nditures § We ought to try to understand 
on in ordgeach other’s language. It’s a first 
which hdstep to better understanding of 
“ss may, ifeach other’s business. But let’s con- 
y it durinfsider this cliche of “gambling” in 
rther malfmutual funds on the basis of simple 
lish credflogic. For a mutual fund investor 
rovernmepto lose everything—to -be wiped 
tedness fout—the equity value of Ameri- 
solvency @can corporate wealth would have 
ent canngto decline to zero. 
en goverg Does anyone believe that this 
dollar wwill ever happen? It never has. But 
1e leader gif it did, does anyone here believe 
hat any life insurance contract 
would be worth as much as the 
paper on which it is printed? 
ction th Still another cliche criticism of 
iderwritegmutual funds: “The sales charge 
which the of 8% is too high.” I blink in sur- 
it. Rathgprise whenever I hear this. The 
. they wi8% pays all the distribution costs— 
what stjboth in and out; it rewards the 
ce a deteg(ealer for his services and covers 
le to seosts of advertising, promotion 
returningand issue. 
the graf It is remarkably low. It is lower 
balancifthan the distribution charge in- 
¢ our mfOlved in most life contracts and 
itis much less than the small in- 
163, 


vestor—unskilled and unequipped 
would have to pay if he were to 
try to diversify among individual 

| Cliches Have Spread 

There are more—many more— 

als ot these cliche criticisms of mu- 

Life Us 





Amortize 








stocks, 
tual funds which, in recent months, 
ees at th have spread rampantly throughout 
-eting Aine life insurance business. They 
the 1 should stop. They should stop, if 
Cincinmg' 20 other reason, because they 
are uninformed or dishonest and 
previous because life insurance in America 
).C, 19698 t00 big, too important, too re- 
go, 192 putable to conduct its business on 
ive bequy except the highest ethical 
rext yeageane. 
1961, atl i nothing I have said suggest 
Mat I think this is anything but 








(CONTINUED FROM PAGE 13) 

a two-way street. We in the se- 
curities business have a big job to 
ferret out and deal with—either by 
education or by rule—the ir- 
responsible few who have the 
misguided philosophy that the best 
way to sell mutual funds is to un- 
sell people on their life insurance— 
to twist away valuable cash val- 
ues, options and other benefits 
policyholders have built over the 
years. 


Important Starts Made 


We have made important starts 
in this area. Working with the Se- 
curities & Exchange Commission, 
we have adopted and enforce vig- 
orously a statement of policy. 
Violation of this can mean a fine, 
loss of registration and the right 
to do business or both. 

If ever you run into a situation 
where you believe one of these 
rules or interpretation is being 
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rges Ceasing Mutual Fund Bickering 


violated, don’t go into the gutter 
yourself; go to or call or write 
the local office of the NASD 
there are 12 across the United 
States. If your complaint is war- 
ranted, you will observe quick, ef- 
fective action. 

Or, if you prefer, NALU has a 
committee, too, to which you can 
turn. In 1954, with NALU the Na- 
tional Assn. of Investment Com- 
panies, adopted a joint statement 
of principles. Neither committee 
has punitive powers, but each has 
built a remarkable record for deal- 
ing effectively with individuals in 
its own business who indulge in ir- 
responsible attacks on the other, 
in violation of the joint statement 
of principles. 

We can't afford to become dirty, 
either of us. We both have too big 
a job to do, and each of us has 
only scratched the surface. Aver- 
age family ownership of life in- 
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surance at the end of 1958 was only 


$11,000; eliminating group and 
creditor coverage, it was only 
$7,260. 

Only 12 million people own any 
common stocks; this includes 2 


million people who own mutual 
funds. Private ownership of busi- 
ness and industry is the indispens- 
able ingredient of capitalism. If 
we wish to preserve capitalism, 
we in mutual funds have got to 
make more equity capitalists. 

Can we do it? Of course we can. 
But not nearly so effectively I sub- 
mit, if we permit ourselves to lose 
sight of the real goals and be di- 
verted into dead-end paths of 
bickering. 


State Mutual Dinner Hosts 


Hosts for the company dinner 
of State Mutual Life at the Ben- 
jamin Franklin Hotel on Thursday 
evening will be John B. Nothhel- 
fer, vice-president ; and George P. 
Smith and Duncan F. Brown, 
superintendents of agencies. 








We Salute... 


The fine group of men and women of the NALU 
for the distinguished service they are providing 


to the people of this country. 


In keeping with the high professional standards 


of this organization, United continues to offer the best 


in life insurance protection. 


United of Omaha is proud of its association with NALU 


and extends its best wishes for a successful convention. 





United Benefit Life Insurance Company 


One of America’s Foremost Life Insurance Companies 


Home Office — Omaha, Nebraska 
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FIFTH YEAR 








100 clients: 
100 clients: 


25 re-buy, average $25,000, 
30 references, 20 pictures, 16 sales, 
or 2 of 3 pictures, 4 of 5 buy $25, 000, 





$ 625,000, 


41 Sales: $1,025, 000. 


Prospecting Objective: 30 references, which means 1 of 3 clients 


refer me, 


2 references each 3 weeks, 


2 prospects = 1 sale, 


because picture ratio of 2 for 3 is 66-2/3% 


closing ratio of 4 for 5 is 80 


Each prospect is worth: 


Work Schedule: 





Office: 


75 clients' programs reviewed at 1/2 hr.ea, 
25 clients' programs reworked at 1 hr. ea. 
20 new clients' programs worked at 2 hrs, ea, 


G. oO. K. 
or 8 hours per week office work. 


Field: 


25 clients at 6 hrs. ea, 
30 references at 10 hrs.ea, 
30 references at 2 hrs, ea, 


G.O.K. 


or 16 hours per week in the field, 


% 


53 % or above 1 for 2. 


$267. at $20. per thousand. 


40 
25 
40 
300 
“405 hours 


150 
300 
60 
300 
B10 hours 


8 hours per week in the office. 


24 hours per week total. 


INCOME OVER $25, 000, 


G. O. K. = God only knows; includes telephoning for appointments, 
planning week's work, coffee breaks with other agents- 
though I shouldn't - arranging doctors' statements, etc., 


etc. 





Murrell Gives 


Detail 


Of System For Agents 


(CONTINUED FROM PAGE 2) 


year. That’s what this fifth year 
summary (exhibit C) attempts to 
show. But let’s skip the fourth, 
third, and second years. 

What must the first year man 
do? (exhibit D) He must get bet- 
ter than three references each 
week. Five times the prospecting 
job of the established man. Please 
note that the first year man must 
work twice as many hours (about 
60 hours per week) for one-quar- 
ter as much money as the estab- 
lished man makes. 


Management Good Business 


Is management a good business? 
Ask any home office man how 
difficult it is today to find a good 
manager and how expensive it is. 
Any time the supply is short and 
the demand great, we are in a stra- 
tegic position. Three of .our su- 
xrccsors have quit for personal 

‘all are MDRT men. 


We want a production manager 
at Los Angeles. We will pay $12,- 
000 a year plus commissions and 
this man can’t help making $20,000 
a year. None of our men want the 
job. Isn’t that wonderful? That 
simply means that they think sell- 
ing life insurance is a better job. 
ae that makes our job a good 
job. 


What’s Been Learned 


What have we learned in a third 
of a century of management? What 
conclusions do we draw? Let’s talk 
about nine things: 

1. If you want six MDRT men, 
get three. If you want 12, get six. 
If you want 18, get nine. The best 
supervisor any man has is him- 
self. The next best supervision is 
rubbing shoulders with successful 
men. We have about $250 million 
in force, 60 agents, and last year 
we paid for about $35 million and 


400, 000. 
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FIRST YEAR 
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INCOME: 


y ot O 
“enthu 











20 clients: 5 sales, average $15, 000. $ 75, 000, Pll Tes 
20 clients: 80 references, 40 pictures, one in > saw t 
two, 13 sales or 1 in 3,average d the 
$15, 000, 195,000, fier lead 
From those 13 sales, 52 references, 26 pictures, surance 
9 sales for average of $15,000, 135, 000, if we 
From 36 friends, 24 pictures, resulting in e belief 
8 sales, average $15,000. 120, 000, nly pro 
; 34 Sales: $ 525,000, pot the 
: ysed ak 
Prospecting Objective: 80 references, or 4 per client, plus ead of | 
4 references per sale, plus 36 friends, if we § 
or a total of 168. me lit 
puldn't 
uldn’t 
Weekly Objective: 34 ig Prov 
And y 
Work Schedule: ni are 2 
velop | 
Office: ho pro 
15 clients' programs reviewed at 1/2 hr. ea. 8 siness, 
5 clients' programs reworked at 2 hrs. ea, 10 Porth to 
100 new cases worked at 3 hrs. ea, 300 000 an 
G.O. K. 300 Be same 
618 hrsfom $100 
ith you 
or 12 hours per week in the office. bout thi: 
bets W 
Field: mm has | 
Presenting 5 cases of clients at 6 hrs. ea, 30 id see 
Presenting 100 new cases at 10 hrs. ea. 1,000 sn’t be 
Obtaining 132 references and renewing ousand. 
acquaintances at 2 hrs. ea. 336 Build | 
G.O.K. 1, 000 poductio 
2,363 pid you 
ymewhe: 
or 47 hours field and home work, per week 50,000 1 
12 hours in the office per week om yo 
59 hours total per week 








$6, 000. 








we have two supervisors. The men 
supervise each other. 

2. Let’s place responsibility. 
Ours, an answer to each recurring 
phase of selling. The agent’s re- 





sponsibility? Work. Uncovering 
his market and coming to grips 
with men about the problems that 
life insurance will solve. 

3. If you want leaders, select 
leaders and train them early, be- 
cause they will not follow for 
long. 

4. Run the agents. We fired a 
good cashier because she didn’t get 
along with the agents. Train as- 
sistants to get up and get out if 
an agent comes to the door. Train 
home office men to do likewise. 
Make Him Believe It 

5. Believe, from the first day, 
that your new man is MDRT tim- 
ber and make him believe it. The 
Bible says, “Faith, hope and char- 
ity, and the greatest of these is 
charity.” Not in agency manage- 
ment. Not unless we want to go 
broke. Hope? Not, unless we want 
to substitute it for success of our 
men and our success and back up 
that hope with our charity. The 
greatest of these is faith. We can 
point to a management man—in- 
telligent, loyal, industrious, but he 
lacked faith in men and he failed 
to bring men through to success. 

6. Believe that selling life in- 
surance is a good job—worthwhile 






and the money rewards for a good 
life. Dick Baker took 11 vacations 
last year. You will have troubled 
keeping your supervisors and yout 
agents will feel sorry for you, but 
you and I can live with that. 


Need Selling Plan 


7. Have some set plan of selling 
so that you can measure like units 
of effort. 

8. Encourage men to have set 
retaries. Our men have 14 and pay, 
for them. 

9. Encourage the men to run the 
office. Share their successes. Get 
their approval on new associates 
Questionnaires as to what they 
want at agency meetings. Congrat- 
ulate each other on their successes. 

If our men are properly selected, 
if they acquire the knowledge theyg 
need and the skills, if they work— 
that is, uncover their markets with 
the tools they have been taught and 
come to grips with men_ about 
problems life insurance will solve 
—if they sell and serve and we 
lead, won’t we all be happier? 


Growth Of Mutual Funds 

If our agents really saw and sold 
with dedication and vigor, wou 
mutual funds sales have increase 
threefold in the last five years? I 
our men were trained to clinch the 
nail on the other side after the sale 
of a program, instead of just @& 
livering a fancy audit—if the) 


] 
( 
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ked about this marvelous prop- 
y of ours—if we had a rebirth 
“enthusiasm for Chamberlain’s 
n Tests ot Good Property—if 
saw that our men read and re- 
d the CLU Journal mid-sum- 
br lead article, “Is Permanent 
surance Good for Our Times? 
« we rededicated ourselves to 
» belief that life insurance is the 
ly property designed to fulfill 
of the needs of man—if we en- 
used about what we had sold in- 
ad of enthusing in order to sell 
if we got our share of that old- 
me life insurance religion— 
nuldn’t our men get it too and 
wildn’t our problems disappear? 


ig Producer’s Value 


And you can make money, if 
ware a good business man and 
velop a good agency. A man 
ho produces a million of good 
siness, year in and year out, is 
orth to you somewhere between 
000 and $5,000 per year. That’s 
e same as clipping the coupons 
om $100,000 of bonds while he is 
ith you. If you have any doubt 
out this, ask your fellow general 
ents what their average produc- 
mn has been for the last 10 years 
id see whether their income 
os been between $3 or $5 per 
ousand. 

Build an agency of 10 million 
roduction per year for 10 years 
id you will have an income of 
mewhere between $30,000 and 
60,000 per year, plus the return 
om your personal production. 
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Moreover, you will get the lasting 
satisfaction of showing some fine 
men the way, and hear them whis- 
tle as they travel down the road. 


From Occidental Of Cal. 


On hand at the convention for 
Occidental of California’s home 
office are William B. Stannard, 
vice-president in charge of agen- 
cies; Earl Clark, 2nd _ vice-presi- 
dent, and Richard G. Hicks and 
Sydney S. Dunning, field superin- 
tendents of agencies. 


Pace From Atlantic Life 

Warren M. Pace, agency vice- 
president, is attending the con- 
vention as home office representa- 
tive of Atlantic Life. 


United Benefit Life Hosts 


Hosts for the company dinner 
of United Benefit Lite Thursday 
evening at the Bellevue Stratford 
Hotel are R. J. Taylor, vice-presi- 
dent; John A. Brownrigg, assis- 
tant vice-president; Conrad _ S. 
Young, director of field services; 
and Jerry Vartelas and Emil R. 
Christofferson, regional directors. 

Also, Max E. Kelly and George 
A. Chittenden, senior associates, 
life training department. 


For Sun Life Of Maryland 

Sun Life of Maryland’s home 
office is being represented at the 
convention by Bertram A. Frank, 











“In all my relations with my clients, I agree to observe the 
following rule of professional conduct: I shall, in the light of 
all the circumstances surrounding my client, which I shall 
make every conscientious effort to ascertain and to understand, 
give him that service which, had I been in the same circum- 
stances, I would have applied to myself.”’ 


We join the industry in offering congratula- 
tions to all those receiving their Designation 
and who will repeat this pledge at the 
Conferment Dinner 
September 23. 


£ hiladelphia £ ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 





THE PLEDGE 

OF THE 
CHARTERED 
LIFE 
UNDERWRITER 


in Philadelphia on 
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vice-president and director of gen- 
eral agencies, and Charles B. Duff, 
S. Kaufman Ottenheimer and W. 
Robert Shoener, supervisors of 
general agencies. 


Travelers Company Dinner 


The company dinner of Travel- 
ers at the Sheraton Hotel Thurs- 
day evening has as hosts the fol- 
lowing life, accident and health 
home office officials: Perry T. Car- 


ter, vice-president; George H. 
Shackelford, 2nd_ vice-president; 


T. Shad Medlin, superintendent of 
agencies, and Herbert J. Prouty, 
superintendent of general agencies. 

Also, Richard D. Jervis, director 
of training and special services, 


and George F. Stevens, assistant’ 


superintendent of agencies. 
Southland Representatives 
Representatives of the home of- 
fice of Southland Life attending 
the convention here are Kenneth 








THREESCORE YEARS 
AND TEN .. 


. . . devoted to the development and improve- 
ment of the standard and scope of life insurance 
sales and service. For a continuing job well and 
faithfully done, we commend the members of 
the National Association of Life Underwriters. 
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B. Skinner, vice-president and 
agency director, and Louis F. 


Runge, vice-president and super- 
intendent of agencies, combination 
division. 


For Bankers Of Nebraska 


The home office of Bankers Life 
of Nebraska is being represented 
during the convention by James 
W. Lantz, vice-president and direc- 
tor of agencies. 


From Protective Of Ala. 


Charles B. Barksdale, agency 
vice-president, attending the 
convention as home office repre- 
sentative of Protective Life of Ala- 
bama. 


is 


Great-West’s Kilgour Here 

D. E. Kilgour, president of 
Great-West Life, is representing 
the home office here at the conven- 
tion. With him is E. A. Palk, direc- 
tor of agencies. 
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an inscribed silver platter in ap- 
preciation of his service to the so- 
ciety. 

Mr. Woods, the American So- 
ciety’s new president, addressed 
the meeting on “What Price Pro- 
fessional Recognition ?” 

“The American Society has de- 
clared itself a professional society 
for life underwriters, and has ap- 


Robert L. Woods Heads American Society 


(CONTINUED FROM PAGE 12) 
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printing the 
growth. 
proved changes in its by-laws to 
make certain there are no incon- 
sistencies with that declaration,” 
he said. “However, one does not 
become professional by mere dec- 
laration. Only by deeds will CLUs 
be recognized as professionals.” 
Mr. Woods said that four years 
have now been spent by a plan- 
ning commission and the various 


ethics.” 


years. 


boards and committees in 
society’s 


“The blueprint,” he said, calls 
for continuing education, expand- 
ed public relations efforts, closer 
communication with chapters, pro- 
motion of new CLU candidates, 
and the adoption of a code of 
He expressed hope that 
the execution of these plans will 
progress rapidly in the next few 


future 





: ae : ol ie’ 


Growing 
verywhere ! 


American Travelers Life is now licensed 
and active in the great state of California. 
During this year, we have expanded into 
many new areas. 


American Travelers Life is a young 
and energetic company with creative 
management and new ideas—truly 2 
company “growing everywhere”! 

If you're an achiever, American Travelers 
Life is the kind of company you can grow 
with, too. 


1512 NORTH DELAWARE STREET ° 





MERICAN 


— RAVELERS 
le Druswumce Comypitiyy 


“‘a company with Tomorrow in its hands!”’ 





in 
CALIFORNIA 


For details, write 
ROY A. FOAN, President 





INDIANAPOLIS 6, INDIANA 












lai Day 


“You will return to yourg 
munities shortly and your jm bu 
ence among your fellow (jj 
and chapter leaders is badly yy 
ed,” he concluded. “I urge you 
vigorously promote these 4; 










siness, 
oup on 









tive ing 
r es i 

ves: ing d 
1. Payment of increased , Ee ell 
by every CLU without fail ation,” 


may embark on our ten-year «The ai 

“2. Use of not less than Ye ordi 
100 copies of Query each p a resu 
by every CLU during the conflcen wit 
year for its tremendous collet; by at 
impact value. our. fie 

“3. Placement of the CLU J@ent tha 
nal in the hands of one morejhmanded 
torney, banker, or accountant dhjitician: 
ing the next year by every CL ey plug 
















“4, Enrollment in the 1960 jy rity sil 
tutes by CLU’s in such numbbmers wi 
as to serve practical notice of yAblic in 
professional desire for contigke more 
ing education. Mr. Sc 

Membership of the American dhe last ' 
ciety now totals 5,152. There Been irrit 
113 local chapters. traterri 

A silver pitcher was _presenfhtroduce 
to Mr. Andrews by officers dle himse 
members of the society in reqjfy the fi 
nition of his service as presiig{ the ( 
and key figure in the society, Jmits gr 

oo "$5,000 0 

e 
Leonard T. Smith }» * 
New GAMC Chairmie:::; 
traws 1 
ew Girma 

Leonard T. Smith, Prudentighould b 
Cranston, R. I., was advane§lways i 
from vice-chairman to chairmanft as lot 
General Agents & Managers Cofispositi 
ference at the annual meeting hm order 
during the NALU convention fo coop 
Philadelphia. ut the 

Carr R. Purser, Penn Mutuvith wl 
New York City, a former yionable 
chairman, was advanced to § Expre 
vice-chairman replacing Coy growing 
Eklund, Equitable Society, D 
troit, who has been elected a vic 
president of Equitable. 

Robert B. Pitcher, John Ha 
cock, Boston was advanced fru 
secretary to 2nd_vice-chairme 
C. Carney Smith, Mutual Benet 
Life, Washington D.C., was ele 
ed secretary. 

To fill out the latter’s term: 
the board, which has until 1960 
run, the GAMC elected W. ki 
Parsons, Pilot Life, Norfolk. D 
ward F. Penrod, Metroplita 
Life, Springfield, I1I., who was a 
pointed on an interim basis of 
the board post vacated by the t¢—— 
ignation of Darrell Eichhoff, ° 
elected to fill the remainder of \i 


Eichhoff’s term, which has anothd 
year to run. 

The following were elected 
the board for three-year term 
Walter K. Holm Jr., Connecti! 
Mutual, Providence; Laurel 
Miller, Sun Life of Canada, li 
Angeles; Winston W. Wynn 
Connecticut Mutual, Miami, 2 
Dale A. Simpkins, New York Li 
Milwaukee. 
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Representing Union Mutual | Fi 
Attending the convention | 
ar 


home office representative of U 


ion Mutual Life is Michael ] 
Denda, resident vice-presiden 
New York. i 
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creased nest effort is made to find the 
Ut fail sMistion,” said Mr. Schriver. 

en-year pl“The argument that more and 
Ss than ore ordinary insurance is sold 
€ach moh q result of unlimited group is 
; the conflen with a very big pinch of 
US collegit by an overwhelming majority 


our field men. And the argu- 
ent that the big corporations 
smanded it is reminiscent of the 
iticians on Capitol Hill when 
ey plug for expanded social se- 
rity simply because their cus- 
mers want it. It may be that the 
blic interest and field morale 
e more important.” 

Mr. Schriver said that during 
e last year the companies have 
en ifritated by a small rash of 
traterritorial group legislation 
troduced in some states and that 
Officers we himself was somewhat alarmed 
ty in reogfy the field pressure for adoption 
aS presidgi the Canadian formula, which 
society, fmits group tax shelter to the first 

Dnly Straws In Wind 


25,000 of coverage. 
ith 
' “These phenomena are _ but 


lair qytraws in the wind,” he said. “I 
ink that restrictive legislation 
Prudentighould be the last resort and I am 
Ss advanlways inclined to counsel against 
chairmanft as long as the industry has a 
nagers Cofisposition to keep its own house 
leeting hqm order. NALU is always ready 
nvention fo cooperate and listen to reason 
but the climate is not improving 
nn Mutyith what seems to be an unrea- 
ormer yiponable passage of time.” 
ced to J Expressing concern over the 
ig Coy growing lapse ratio and the in- 
ciety, 
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(CONTINUED FROM PAGE 1) 
crease in the percentage of term 
to permanent insurance, Mr. Schri- 
ver asked: 

“Have we lost faith in life in- 
surance as an investment? Or have 
we fallen victim of the propaganda, 
‘Buy term and invest the differ- 
ence’? Why do our own compa- 
ny employes, especially those in 
the lower income groups, buy mu- 
tual funds right under our noses? 
Aren’t we trying to sell our own 
employes the benefits of our own 
commodity, which traditionally is 
the very essence of thrift? Or don’t 
we believe in it any more? 

“Can it be that we have become 
so enamored with _ statistical 
growth and the competition for 
volume that we have accepted 
business from operators of ques- 
tionable motives or ethics? What 
has happened that the New York 
insurance department has found it 
necessary to require close scrutiny 
of all lapses to determine whether 
the interest of the policyholder and 
the public have been ignored in 
the smog of malpractice and sel- 
fishness ? 

“We challenge the companies to 
face up to the consequences of pos- 
sible abuses of business transacted 
in the gray zone. The field forces 
are getting into an ugly frame of 
mind over the flagrant twisting of 
seasoned permanent insurance, 
which is of questionable benefit 
or to the distinct disadvantage of 
the policyholder.” 

Mr. Schriver said there is one 
other area that cannot be inde- 
finitely ignored by the industry 
and that is the spawning of stock- 
pushing outfits that have no honest 
intention of becoming “honorable 





buses Endangering Life Insurance 


members of the family of Ameri- 
can legal reserve life insurance 
companies. The promotion of such 
companies generally follows a well- 
known stock-pushing pattern,” he 
said. “They give you a promotion 
piece which features the increase 
in the stock values of several well- 
known companies. 

“But often their purpose is the 
fast buck, and their pitch is as 
phony as a shell game. The field 
men have been bedeviled by this 
phenomenon for the past 10 years, 
and they need the encouragement 
of their companies to prevent these 
phonies from misleading the public 
and giving the whole industry a 
bad name. 

“We would not discourage or 
hamper the organizing of new 
companies. All insurance compa- 
nies were new and small once. 
The organization of new enter- 
prises is in the American tradition. 
But when a company is obviously 
backed by opportunists who have 
neither the character nor the pur- 
pose to promote an honest service 
enterprise, then it is the duty of 
every segment of the industry— 
field, home office, and insurance 
departments—to cooperate in pro- 
tecting the public against such 
chicanery. That, it seems to me, 
is the least the public has a right to 
expect of us.” 


Warns On Forand Bill 


Mr. Schriver predicted that next 
year—election year—will see the 
passage of a bill of the Forand 
type, adding A&S benefits to so- 
cial security, “Unless there is an 
avalanche of protest from an in- 
formed and enlightened public. 


45 


“If the Forand bill passes, not 
only the nose but the hump of the 
camel will be in the tent, and that 
will be the beginning of the end 
of the private accident and health 
and major medical business,” he 
warned. “I predict that if the Fo- 
rand bill passes, the private AX&H 
business will be down the sewer 
in 10 years.” 


Nancy Grobert GAMC 
Executive Director 


Nancy Grobert was appointed 
executive director of General 
Agents & Managers Conference at 
the annual meeting of GAMC dur- 
ing the NALU convention in Phil- 
adelphia. She has for some time 
been executive secretary of the Los 
Angeles Life Underwriters Assn. 
and Los Angeles Life Managers 
Assn. 

Miss Grobert succeeds Donald 
Baker, who recently resigned to 
set up his own public relations, 
publicity and sales promotion firm 
in Indianapolis. 


For Continental American 


Attending the convention as 
Continental American Life’s repre- 
sentatives from the home office are 
Max S. Bell, vice-president, and 
Patrick H. Yeoman, superintendent 
of agencies. 


Columbus Mutual Hosts 

Ben F. Hadley, vice-president 
and director of agency administra- 
tion, and Fred C. Adams, superin- 
tendent of agents, will be hosts at 
Columbus Mutual Life’s company 
dinner in the Barkley Hotel Thurs- 
day night. 
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GREETINGS to the N.A.L.U. CONVENTION | 
from WASHINGTON. D.C. 


WASHINGTON’S GENERAL AGENTS and MANAGERS SEND 


BEST WISHES to the MEMBERS of THE 


NATIONAL ASSOCIATION of LIFE UNDERWRITERS 








THOMAS F. BARRETT, JR. 





GEORGE P. SAMPSON 





as an ie pst JOHNSON & ADAMS, INC. General Agent 
eneral Agen ae < 

elected CONNECTICUT MUTUAL Comer fapae we ae 
a sen oe co. CONTINENTAL ASSURANCE CO. Specializing In Surplus Business 
/ 3 K Street, N.W. ~ seh Sub-Standard, Up To 1000% Mortality 
Laurel NAtional 8-3926 917—I5th St, N.W. NAtional 8-9112 Sampson Bldg., 2008 Hillyer Place, NW. 
nada, L DE 2-6604 
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J.D. MARSH & ASSOCIATES 


Financial Planning-Personal & Business 
Employee Benefit Plans 
Marsh Building EXecutive 3-7343 
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CHESTER R. JONES, C.L.U. 
and 


ASSOCIATES 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


300 Wyatt Bldg. Washington, D. C. 








GEO. A. HATZES AGENCY 
General Agent 
FIDELITY MUTUAL LIFE INS. CO. 


1630 Connecticut Ave., N.W. 
Washington 9, D. C. 
HObart 2-6800 
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th e — : to fill the quotas. Once, working 


with another agent, at the end of 
b the week we each had half a filling 
countr $ station lessee so we just had to 
find another lessee so we would 

each have a whole lessee. 

im 0 S t Has Money-Finding Plan 
Find the money: The plan I use 
e Ny is this. It is so simple I hesitate to 
bring it out in the open. Most of 
ri e 4 y my business comes from my fam- 
ilies accumulated over a long pe- 
riod of years, in fact my families 
¢O0 Mm | ni are my future. Once I got in the 
wrong house, and they bought, and 
@ ‘ I gained a new family! I love my 
offers the important little extras fourth generation policyholders. 
that build extra big sales success Service through the years does it. 
I go out with a sheet that looks 
Important little extras mean many things to every North American like this—a premium schedule. On 
representative. Many are impressed with the promptness of North the right-hand side is a space for 
American’s underwriting service and the comprehensive portfolio names and policy numbers, fol- 


of “fit the client” contracts and plans. Many are impressed with the lowed by the months of the year 


cordial field-home office cooperation which has established North and a space in which to write the 
amount of premiums due in that 


American as the couniry’s most friendly Company. Yet, helpin 
: nancies f ie ginal elie ” month. Last, the day of the month 
establish new individual sales records is the most impressive story oP . = 

: : on which premiums are due. The 
of all. Important little extras mean big sales success for you, too! blank half of the sheet I use for 
figuring. 


NO RTH AME RICAN LIFE Enters Premium Payments 


I have entered, before I leave the 

fnusurance Company OF CHICAGO office, when premiums are due for 

policies already in the family, and 

Charles G. Ashbrook, President the sheet arouses interest. Then 

Ronald D. Rogers, CLU, Agency Vice President we talk and after while mother 
“ = T ’ 

North American Building Chicago 3, Illinois = W ell, don't put another geal 

mium in December” and I listen, 

and in time father says, “Well, how 

about March? That wouldn’t be 








CONGRATULATIONS NALU 


We extend our sincere congratulations to the 


NATIONAL ASSOCIATION OF LIFE UNDERWRITERS 


for its outstanding and continuing contribution to the life insurance 
business through its LUTC, CLU and NQA programs. We heartily 


endorse membership in this fine organization. 


LIBERTY NATIONAL LIFE INSURANCE COMPANY 
BIRMINGHAM e ALABAMA 


FRANK P, SAMFORD, President 
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New Names Trail Leads Est, 


business 


Wyo. Agent To Success a 


(CONTINUED FROM PAGE 2) maginat 


” aut § - 
bad”, and that’s it. sm i 


An example, a young public 
countant who thought he coy 
afford $10 a month whey ch 
bought his first policy, but , wil 
willing to give it a try, for ie 
past 10 years has been Sending a 
$150 a month, right down the fy a pm 
He didn’t want any vacancies | its ar 
his sheet. He got into the gan a t 
Usually my prospect is a md chat 
that they are really putting go ad to 
tle in life insurance when they oh on! 
it broken down. But what abd? 
new families? Those for whon§ Follov 
have no record of their present iglassifice 
surance premiums? erred to 
Good Conversation Piece Fie ong 

Well, the sheet is a good ¢& Buildi 
versation piece, and with q jygm0"s. 
tact and patience, little by if igi 
we get the picture on the sheg'@™: P 
Often in either case they ask if thy pane 
may keep the sheet. It doesn’t pts > 
so hard when they have a sche staphet 
ule. bank tel 

These two plans are standafOU"Y | 
equipment for me. At the end PSt"ts 
the year my little black book te Dome 
me many things; where the bug aid, ja 
ness actually comes from—whig bar 
groups supports me in the be iry wor 
style; which trails are the mo Profes 
profitable. Another interesting d hysicia 
servation, more of my_ busine indertal 
come from repeat sales and sal svemulerm 
to members of my families, the ih 


from other sources. Not g 
lents, he 


Cold Canvass Last Public 
. : telephor 
Next, service to policyholdetnewspar 


company leads, centers of inilbnt sh 
ence, settlement of death claimbiove. 
public relations, work with othf Trade 
organization, personal purchasftrades) : 
(in other words, where does tmpytcher 
money go?), cold canvass, in abofpartende 
that order. proof-re 
It has been a great expeience! 

great ex] Trans 
make and follow life insurattuyto sa 
trails through the years. In Ofiting s 
quest for the best there have be@attendar 
a lot of trails plowed under: ak finery t 
of night herd riding; once in \ter, del 
while we even branded a maV&employe 
ick; however, if we swing 2 W&chanic. 
rope we don’t have to brand mai 
ericks to build up a herd of appl 
cations and policyholders. It is Here Fe 
ways open season on the rang} Repre 
This is the life. We have a zest loftice_of 
it in our hearts. the com 


r derlick, 
See In A New Light Morgan. 


The trails have changed somcies; J, 
what, but there is really nothin{general 
new. We simply see things in {Lamber 
new light; we add the wr to th 
old and it makes for good busines 
and makes life rich, and as vfconnec 
brand them we try to brand ther Conne 
to stay branded. Good persistent inner a 
is economic freedom for all oft B eve 
in the life insurance business. | 5, Wil 
are on the road to success W ra 
we realize that failure to brand ot, Icholsi 
now and then is only a detour ® ned ert 
the trail. We keep in mind som Ty, an 
of our successes and bring theng Perinte 


ion, and 
have en 
ngredie 


la ygst Day 


put 
ane 5s tral 
s SS Uiall. P 
a boils down to enthusiasm, 
magination and energy. Enthusi- 
sm is a necessity, So is imagina- 
ion, and to back them up we must 
§ Public faye energy—plenty of it. These 
he cou noredients the company cannot 
| When arnish. All of them must come 
Y» but) rom within. If we have these three 
try, for @oredients it makes selling life in- 
1 sending urance easy. In all human affairs 
wn the |i here are efforts, and there are re- 
acancies @ults, and the strength of the ef- 
) the gait is the measure of the result. 

1S amaive chart our own goals and from 
tting soifime to time we see our brands 


en they igh on the list. 


what 

or vii Following is the list of prospect 

present j assifications that Mrs. Young re- 
erred to in her talk: 


nt, till we find the next new 
































Agriculture: ranchers, stockmen, 

ad armers, farm hands, gatdeners. 
ildin trades: contractors, 
good Building i . 

ith asons, ¢ 2sterers, cement wor 
‘ be Hines painters, carpenters, electri- 
the , ians, plumbers, plumber helpers. 
ae ith Cletical: office clerks, clerks in 
88 ck s, cashiers, sten- 
eepers, cashiers, sten 

loesn’t [yftOres> bookkeey ; 


pgraphers, typists, secretaries, 
Hank tellers, city office employes, 
ounty office employes, office as- 
istants, collectors. 
Domestic and personal service: 
aid, janitor, cook, waiter, wait- 
ess, barber, beauty operator, laun- 
Iry worker, housekeeper. 
Professional : es shores, 
. hysician, nurse, dentist, realtor, 
aa: Se aker, certified public ac- 
ountant draftsman, . chemist, 
and sal truggist. 
ilies, th Not gainfully employed: 
lents, housewives, children. 
Public service: postal service, 
telephone operator, welfare worker, 
mewspaper work, librarian, attend- 
nt, usherette, Western Union em- 


e standat 
the end 
book tel 
2 the bus 
om—whig 
1 the be 
the mo 


stu- 


icyholder 
of ini 


th claim itoye. 
vith ott’ Trades (other than building 
purchasfrrades) : saleswoman, salesman, 


aoes th 


butcher, baker, grocer, electrician, 
;, in abot 


bartender, butter-maker, pressman, 
proof-reader, seamstress. 


perencé # Transportation: auto mechanic, 
neu auto salesman, accessory dealer, 
>. i Offilling station lessee, filling station 
have bee 


~“yttendant, railroad employe, re- 

der: a finery trucker, bus driver, team- 

nce % ster, delivery man, state highway 

a maVemploye, machinist, garage me- 

ig a WEchanic, 

and mai 

of appli 

It is afHere For Baltimore Life 

ne rang} Representatives of the home of- 

a zest {iffice of Baltimore Life attending 
the convention are Fred I, Wun. 
derlick, vice-president; Marlin W. 
Morgan, superintendent of agen- 

ed somécies; J. M. White Jr., director of 

: nothinggeneral agencies, and William H. 

ngs in Lambert, director of field services. 

w to th eee 

usines e 

: si Connecticut General Dinner 

nd the Connecticut General’s company 

ioe at the Barkley Hotel Thurs- 







all of My evening has as hosts Frazar 
ess. W - Wilde, president; Stuart F. 
ss whi mith, vice-president; Elmer L. 
rand om{icholson, 2nd vice-president ; 
etour og Robert A. Parish, agency secre- 
nd som@’ty, and Gordon H. Olinger, su- 
ig themg Perintendent of agencies. 


and nibbie on them for nour- 
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Hope Lawyers Won't 
Insist On Entire 
Estate-Plan Role 


The proposed “estate planning 
opinion” that the American Bar 
Assn, wants to promulgate and 
publish has as its primary theme 
the giving of notice and citing 
legal authority to support the pre- 
mise that “estate planning” is a 
function of the attorney-at-law and, 
when engaged in by laymen, con- 
stitutes the unauthorized practice 
of law. 

This was pointed out in the pre- 
convention draft report of the 


NALU committee on _ relations 
with attorneys, headed by John Z. 
Schneider, Connecticut General, 
Baltimore. 


Would Define Areas 


“Recently revised drafts of the 
opinion have defined areas where 
laymen function within their ac- 
quired specialties and reference is 
made to the various national state- 
ments of principles as a desirable 
measure of conduct,” the report 
states. 

“A national statement of prin- 
ciples of cooperation between life 
underwriters and lawyers was 
sponsored by the National Confer- 
ence of Lawyers & Life Under- 
writers in 1948 and ratified by the 
American Bar Assn. and the Na- 
tional Assn. of Life Underwriters 
in 1948. The opinion, however, is 
still in the draft stages, and we 
are still hopeful that the final ver- 
sion will contain many of the rec- 
ommendations suggested by your 





Bankers Life Of lowa Hosts 


Acting as hosts during the com- 
pany dinner at Bankers Life of 
Iowa at the Sheraton Hotel Thurs- 
day evening will be Marvin E. 
Lewis, agency vice-president, and 
Perry O. Moore, superintendent, 
brokerage and special plans. 


chairman and NALU counsel.” 
The report noted that although 
the committee chairman is also de- 
signated as a co-chairman of the 
National Conference of Lawyers 
and Life Underwriters of the 
American Bar Assn., no meetings 
of this conference have been called 
during the last several years. How- 
ever, since 1951 a National Con- 
ference of Lawyers and Life In- 
surance Companies has performed 
a most effective and useful service 
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amicably and capably settling 
complaints and misunderstandings 
brought before them which in- 
volved life agents, life companies 
and lawyers, according to the com- 
mittee report. 

“They deserve appreciation for 
their effectiveness in promoting 
and maintaining good relations 
and excellent communications be- 
tween lawyers, life insurance com- 
panies and life underwriters,” the 
report stated. 

















If you know where you're going 
We can tell you how to get there 
Our General Agent’s Contract can be 


YOUR ROADMAP TO SUCCESS 


For additional information 


WRITE 


The Agency Department 


THE UNION LABOR LIFE INSURANCE COMPANY 


200 East 70th St., New York 21, N. Y. 
EDMUND P. TOBIN, President 














A LEADER 


in the States of: 


KENTUCKY 
TEXAS 
INDIANA 
GEORGIA 
MISSISSIPPI 





OKLAHOMA 
ARKANSAS 
TENNESSEE 
ALABAMA 
LOUISIANA 


and health and accident contracts 


in the SOUTH & SOUTHWEST 


writing both ordinary and weekly premium life 


JOHN T. ACREE, JR., PRESIDENT 








Lincotn INcoME 


LIFE INSURANCE COMPANY 





HOME OFFICE: LOUISVILLE 1, KENTUCKY 
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Greetings 


to the 
NATIONAL ASSOCIATION 
OF LIFE UNDERWRITERS 





SEE ADVERTISEMENT 
IN CENTER SPREAD 











EFARL H. WELTZ & COMPANY 


Specialists in Extra Risk and Surplus Underwriting 
. ++ Consult Us on Your Problem Cases 


PHILADELPHIA NATIONAL BANK BUILDING... PHILADELPHIA 7, PA. 


Telephone LOcust 3-7141 
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